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1935 SALES NEAR RECORD 


CHEV. HAS PEAK JANUARY 


SS j\Car Sales Fourth|New Car Sales Show Gain | New Car Sales Show Gain 
Following Holiday Lull; 
Used Cars Siill nucleon In Opening Month 


Sparks 


Gilman’s Viewpoint 
Packard’s Record 
Holler Welcome 
Dodge Optimistic 


sen 
By 


Chris Sinsabaugh 


ND IT IS fairly safe to as- 
sume that Packard, having 
tasted blood, has no intention of 
slowing up its operations this 
year,” said Max Gilman as he 
finished running through his 
records for the edification of the 
column conductor, He wasn’t 
doing any crystal-gazing as to 
1936, no projecting—just making 
a simple statement of fact as to 
what was done in '35, and a little 
bit about what is going to hap- 
pen in a production way with this 
ancient and honorable member of 
the automobile industry. It wasn’t 
braggadocio on his part, either, 
for his facts and figures will bear 
the closest scrutiny. The refer- 
ence to tasting blood may be at- 
tributed to the phenomenal suc- 
cess of the new One-Twenty, the 
“blessed event” of 1935, which 
marked the advent of Packard 
into a price bracket lower than 
any. other in the company’s his- 
tory. 
* * x 
WHEN PACKARD'’S |§ general 
manager told me just about a 
year ago now that it was in the 
ecards for Packard to build 50,000 
units from March to March, I 
stuck my tongue in my cheek and 
thought “oh, yeah!” to myself. 
But now it turns out that Gil- 
man wasn’t the optimist he 
sounded then. For, anticipating 
the next couple of weeks’ produc- 
tion, the first of March will show 
that in the 12 months there will 
have been built 61,367 units. 
* Bd * 


OF THIS TOTAL, 56,567 were 
the One-Twenty models. The year 
is going to be even bigger than 
that; at least 5,000 more. It should 
be remembered that while produc- 
tion on the One-Twenty started 
in March, it was April 1 before 
the production amounted to much, 
For March only 2,200 were turned 
out and since then there has been 
a steady advance in production, 
which, of course, means sales, too, 
for at the present time the stocks 
at the factory and in retail out- 
lets number but 9,000. 

To show how relatively low 
Packard’s stock of new cars is 
it might be pointed out that in 
1929, the nearest comparable year 
in volume of operations, there 
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Best In History; 
Trucks are Second 


Passenger Cars Are Up 
45.2% to 2,743,908; 
Trucks 510,683 


By GERRY SCHURMAN 


DETROIT.—Smashing 
through for the fourth big- 
gest years in its history, the 
automobile industry in 1935 
chalked up a total of 2,- 


743,908 passenger car registrations 
registrations, 
for a grand total of 3,254,591 
units, according to R. L. Polk & 
Co. Passenger car sales last year 
bowed only to three other years 
in history and truck registrations 
only to one. 

Combined car and truck regis- 
trations in 1935 were exceeded by 
only three other years—1926, 1928 
and 1929. In 1926, the total was 
3,614,398; in 1928, 3,480,702, and in 
1929, 3,407,263. 

Passenger cars jumped 45.2 per 
cent, trucks 26.4 per cent and 
combined they showed a gain of 
41.9 per cent. Sales of passenger 
cars in 1934 were 1,888,557, trucks 
403,886 and the two combined 
totaled 2,292,443. 

When the country sat up and 
took notice of the automobile in- 
dustry’s fight against the depres- 
sion in 1934 and looked upon the 
1934 gain of about half a million 
units as something to point out 
with pride, motor leaders pre- 
dicted even greater inroads in 
1935. They called the shot right 
and saw last year’s sales take a 

(Continued on Page 28, Col. 1) 


Canadian Sales 
For 1935 Gain 
36% in Volume 


MONTREAL.—An increase of 
36.9 per cent in volume and 32.8 
per cent in retail value was shown 
in sales in Canada of new motor 
vehicles during 1935, compared 
with the previous year, according 
to a report issued by the Dom- 
inion Bureau of Statistics. 

New motor vehicles sold num- 


No January registrations are 
yet available. Top Ten will be 
resumed next week. 





bered 100,403 valued at $100,622,675 
against 73,358 at $75,785,461 in 
1934. 

Of the total sales passenger 
cars numbered 82,841 at $83,017,- 
147 and buses and trucks 17,562 
at $17,605,526. 


By BILL LL CALLAHAN 
Managing Editor ADN 


DETROIT.—Evidence that the 
usual post holiday lull in new car 
sales is waning is indicated in 
telegraphic reports to ADN on 
general conditions throughout the 
country. Bad weather is still a 
serious factor and there has been 
no noticeable pick-up in used car 
sales. Used car stocks are esti- 
mated at approximately 70 per 
cent higher than at the same time 
last year. 

From a 1 dealers profit angle, in- 


Used Car Status 
Is Exaggerated, 
Gilman Declares 


DETROIT.—Importance of the 
used car situation in its effect on 
the automobile industry has been 
exaggerated in 
the opinion of 
M. M. Gilman, 
vice - president 
and general 
manager of the 
Packard Motor 
Car Co. “Cer- 
tainly,” said Gil- 
man, ‘‘this is 
true with Pack- 
ard and from : “ 
what we can see wf M. Gilman 
it applies to the 
rest of the industry.” 

“It is a fact,” he continued, 
“that because of the large volume 
of new car sales in the last 
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formants of ADN vary in the 
estimates from the “best profit 
outlook since 1927 and 1928” down 
to those who picture the drab 
heaps of used cars as casting un- 
certain shadows over future new 
and used car sales. It would 
seem that a middle ground in 
these predictions would be the 
safest bet. There can be little 


| question that further pyramiding 


in used car stocks hold threats to 
profits and already many will 
suffer losses for their over-opti- 
mism. On the other hand, a log- 
ically anticipated increase in de- 
mand in the spring is likely to 
bring relief. 


Bad weather, over which none 
of us has control, has been a con- 
tributing factor to the swelling 
used car inventories. Fall an- 
nouncements, naturally, resulted 
in a demand for new cars with 
an increase in used cars taken in 
trade and, perhaps, too little con- 
sideration given to used car 
market trends when allowances 
were being offered. Thought 
must be given to the fact that 
new car sales in 1935 ran 45.2 
per cent above 1934 and that the 
upturn in November and Decem- 
ber sales made history in the in- 
dustry. With this condition in 
mind it is not illogical to expect 
a change in the cleanup period 
for used cars. 


But let’s turn back to the re- 
port from ADN field reporters. 
From Grand Rapids, Mich., comes 
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Ford 1935 Sales 1,311,927 
For World; 51.6% Advance 


DEARBORN, Mich.— World 
sales of Ford units in 1935 reached 
a total of 1,311,927, it was an- 
nounced by the Ford Motor Co. 
here. 

This compared with 865,101 to- 
tal sales in 1934 and represented 
a gain in 1935 over the preceding 
year of 446,826 units, or more 
than 51.6 per cent. 

The world record of Ford unit 
sales in 1935, as compared with 
1934, was: 

1935 
United States... .1,065,002 
Canada 31,620 
Bal. of world.. 215,305 


1,311,927 


1934 
677,179 

19,222 
168,700 


865,101 


Sales of Ford V-8 units to the 
public in the United States to- 
taled 1,065,002 units, compared 
with 677,179 units in 1934, a gain 
of more than 57.2 per cent. 

The domestic Ford totals for 
1935 as compared with 1934 were: 
1935 1934 
861,645 538,710 

90,099 

113,258 
1,065,002 

Ford V-8 sales in the 
States represented approximately 
31.1 per cent of sales by the en- 
tire motor car industry, giving 
Ford the lead for the year, it 
was stated. 


Passenger cars.. 
Commercial cars. 
Trucks 


New and Used Car 
Sales Hit 242,378 


Demand is Nationwide 
And Considered Good 
Omen for Spring 


DETROIT. — Sales by 
Chevrolet dealers continued 
throughout January ata 
rate which broke all Janu- 


ary records in the history 
of the company, besides rounding 
out the greatest 90 days after 
announcement that Chevrolet has 
ever known. 

This fact is revealed by figures 
released by W. E. Holler, general 
sales manager, showing a com- 
bined total of 242,378 for new and 
used car sales for the month. New 
records were established both for 
new cars and trucks and for used 
cars, Holler said. An important 
contributing factor, he added, was 
the used car disposal program, 
under which thousands of unsafe 
old cars were destroyed and for- 
ever removed from the streets 
and highways of America. 


January sales of new cars and 
trucks totaled 75,412 units, an in- 
crease of 103 per cent over Janu- 
ary, 1935. New unit sales for the 
period since the 1936 model an- 
nouncement totaled 247,666, as 
compared with 130,867 for the best 


(Continued on Page 2, Col. 5) 


ic cciales 


Will Add Four 
New Body Styles 


BUFFALO. — Four new body 
styles will be added to the Pierce- 
Arrow line. 

The new models include: 


A five-passenger convertible 
sedan with folding top fitting in 
a well, a tonneau windscreen, 
when desired, and leather uphol- 
stering. The body will be mounted 
on a 144-inch wheelbase in the 
eight and 12-cylinder models. 


A special enclosed drive limou- 
sine mounted only on the 147- 
inch 12-cylinder chassis. 


A five-passenger club berline, 
with partition dividing front and 
rear seats, and driver’s compart- 
ment upholstered in leather. This 
body will be mounted on the 139- 
inch chassis and will be available 
in both eight and 12-cylinder jobs. 

A five-passenger formal sedan 
without rear quarter windows 
and with partition between front 
and rear seats, mounted on a 139- 
inch chassis in both eight and 12- 
cylinder models. 
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Ne ew Car Sales Show Gain Following Holiday Lull | 


Used Cars Still I nactive, 


| Survey Shiviei 
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the most optimistic. ADN’s in- 
formant there says: 

“Conditions in this section have 
been above the average for Janu- 
ary. The city of Grand Rapids 
shows a decided upward trend in 
new car deliveries, as well as used 
cars. Service and accessory sales 
holding about even although ac- 
cessory sales with new car sales 
are following the new car trend. 
Seven or eight of the largest 
dealers report that they have had 
the largest January ever. Gen- 
eral Motors purchase of a plant 
site here for Fisher Body Stamp- 
ing Division, is given as a reason 
for general optimism. Dealers 
here are operating under a parti- 
cularly unique method of used 
car control which, strange to say, 
is working 100 per cent. This 
apparently has no effect what- 
soever of stopping new car sales. 
The profit potential for 1936 is the 
brightest experienced since 1927 
and 1928.” 

Alabama Sales Slow 

Leaving Michigan and heading 
south a report from Alabama 
says that new car sales have 
slowed up as compared with last 
year with deliveries about 60 per 
cent of a year ago. New car 
stocks are about a third higher 
than last January. Used cars sales 
are approximately the same as 
last year with stocks about double. 
Service and accessory sales are 
normal. The informant there says 
the principal factor controlling 
the market is the inability of 
dealers to dispose of used cars in 
reasonable quantity at prices 
based on competitive allowances. 
The profit outlook for the first 
quarter is termed nil. Suggested 
improvements include a _ better 
profit margin in some lines and 
a general recognition of the used 
car situation by factories. 


Used Car Status 
Is Exaggerated, 
ies Declares 


(Continued from Page 1) 


quarter of 1935 used car inven- 
tories were increased. However, 
reports from our sales outlets 
show that these used cars are 
moving out in satisfactory volume 
and at good prices. From what 
we can gather this also applies to 
the other automobile companies. 
Used cars are presenting no prob- 
lem to us in connection with the 
sale of new cars now and will not 
in the heavy buying spring sea- 
son.” 

Gilman, who has just returned 
from an extensive trip in the 
western part of the country, said 
he found a genuinely optimistic 
feeling toward general business. 


Hudson Sales 
Continue Rise 
Tracy Declares 


DETROIT.—The gathering 
strength of the spring automobile 
market is already making itself 
evident, according to William R. 
Tracy, vice-president in charge 
of sales at Hudson. “In spite of 
weather, which is more unfavor- 
able to automobile sales than any- 
thing we have had in years, we 
find a rising sales curve at what 
is normally the low spot of the 
year,” he states. “Our retail 
sales for the last half of January 
were better than they were dur- 
ing the first half, by a big margin. 
Our retail sales for January are 
about 40 per cent ahead of Janu- 
ary of last year and in fact are 
running parallel to our volume of 


last August. 


Out in Arizona, new car sales 
are reported excellent, but the 
reporter there says that the con- 
dition cannot last because of 
heavy used car stocks and a 
stagnation of used car _ sales. 
This, he says, has been brought 
about by the caravaning of used 
cars from the East which saving 
makes it possible to sell these cars 
under the local market. The sit- 
uation has been further aggrav- 
ated by a new law in California 
requiring that such cars be in the 
state for 90 days before they may 
be titled. This has thrown a 
large stock of such cars back in 
Arizona. This leads our in- 
formant to state that something 
must be done to control such 
activity. “Arizona,” he says, “can 
absorb Arizona used cars but can- 
not become the dumping ground 
for the eastern market.” Serv- 
ice and accessory sales there now 
are good. 

In Sunny California around 
Santa Monica new cars are re- 
ported moving fair with stocks 
ample. Used cars are not doing 
so well and stocks are extra 
ample. Service is unusually good 
due to a pickup in tourists trade. 
Accessory sales are confined 
largely to those sold on new cars. 
Caravaned used cars seem to be 
glutting the market on the coast 
which is playing hob with used 
cars generally. Then, too, our 
informant says that the greatest 
era of chiseling ever known is 
now on with a result that profits 
will be few if any. He opines 
that factories must enforce some 
kind of used car control or lose 
good outlets. 

Demand Good 

A good new car demand is re- 
ported in Texarkana, Ark., with 
the anticipated slackening at this 
time as the result of fall model 
introduction failing to rear its 
ugly head. New car stocks are 
heavy. January is said to have 
proved the best selling month in 
the way of dollar and units sales 
in 12 years. Used cars stocks are 
spotty with some dealers loaded 
and others normal. Service and 
accessory sales have been boosted 
by weather conditions to above 
normal. The section is slightly 
jittery about the uncertainty of 
the Federal cotton program. An- 
ticipation of soldiers bonus is 
helping to sustain the market. 
The profit outlook for dealers 
varies with the lines they carry. 
Our reporter there suggests that 
one of the greatest needs is a 
sincere interest in dealer welfare 
on the part of all manufacturers. 


Coming East to Kansas City we 
are told that conditions there are 
above normal except for the 
weather. During the past two 
weeks storms have temporarily 
paralized new car sales. New car 
sales in January were approxi- 
mately 5 per cent of the year’s 
expectancy. Independent dealers, 
they say, are happy while the 
multiple dealers are unhappy and 
pessimistic. All dealers, our in- 
formant states, question the pos- 
sibility of profits this year. Serv- 
ice and accessory sales are 
slightly off. Political unrest in 
the farming areas is the chief 
controling factor is curtailing 
volume. Our reporter recom- 
mends that the picture could be 
improved by replacing territory 
lines and all manufacturers keep- 
ing production strictly to demand 
and giving full support to the 
NADA program. 


Weather Drawback 


Inclement weather seems to be 
a big drawback at Indianapolis 
where new and used cars sales 
are reported almost at a stand- 
still. This is partially due, of 
course, to the heavy volume en- 
joyed during the past two months. 
ADN reporter says that the early 
announcements have sapped much 


FIRST OF 2 2,000 diplomas distributed to the Caldinabing 4 class” of 
the Cadillac Certified Craftsman’s League is awarded by Nichols 


Dreystadt, Cadillae- general manager. 
Bage, who started servicing Cadillacs in 1907. 
men in Detroit to receive diplomas. 


The recipient is Charles L. 
He is one of 79 service 
Left is George W. Otto, general 


service manager at the Cadillac branch. 


of the all-winter sales possibili- 
ties. Dealers are anticipating 
some relief through the soldier’s 
bonus but meanwhile used car 
stocks are heavy and still grow- 
ing. Service sales are improved 
due to city street accidents. Regu- 
lar work and accessory sales are 
slow. Dealers are doubtful about 
profits this year and question fac- 
tory sincerity in this regard in 
view of their continued demand 
for volume and price class posi- 
tion. 

In Cleveland new car sales are 
reported moving fair with stocks 
sufficient for February and March 
according to best projections. 
About the same condition is re- 
ported in used cars. Service and 
accessory sales are good. Our 
correspondent reports that the 
controlling factors are weather 
and lessened confidence in the ad- 
ministration at Washington. Pro- 
fit outlook is reported poor due 
to losses on forced sales of used 
cars. Anything that would help 
stabilize used car buying and im- 
prove the standard dealers would 
help. Our informant adds, with 
fewer and better dealers needed. 


Moving in East 


Going east to the Hudson river 
at Albany the reports show new 
cars moving better than usual 
considering the weather. Stocks 
of new cars are normal. Used 
cars are moving rather slowly 
with stocks continuing to gain. 
Service and aecessory sales are 
slow. Dealer’s profit outlook is 
characterized as “miserable” and 
adds that factories could help by 
increasing delivery price of new 
models thus making used cars 
more valuable. 


Speaking for conditions in 
Maine, which our reporter says 
he believes are similar through- 
out northern New England, used 
cars are moving slowly due to 
congested used car stocks. New 
ear stocks are reported as not 
unusually heavy with manufact- 
urers pressing for volume. Dealers 
he says are resisting the urge to 
over stock probably because of 


“CANNONBALL BAKER,” veteran driver, and the Graham Cru- 
sader in which he will attempt point to point winter economy records 
across the country from Boston to Los Angeles. 
safety greeting from Robert C. Graham, executive vice-president, to 
mayors of cities en route. The tour will be supervised by William 


past experiences and the amount 
of capital tied up in used cars. 
The used car market is slow be- 
cause of low prices and long terms 
being offered on new cars. Used 
ear stocks are unusually heavy 
and dealers are predicting severe 
losses. Restricted purchasing 
power and weather conditions are 
controlling factors in the market 
at present and the profit outlook 
is said to be dubious and will re- 
main so as long as the used car 
situation remains unchanged. 
ADN reporter in that section says 
that he knows of no available 
remedy which would be accept- 
able to dealers and to the public. 


That will be all for this week. 
It is noticeable that the tenor of 
the reports this week are a little 
more optimistie than last week 
but the used car inventory is still 
causing considerable concern. 
With no promise of improvement 
in weather in the near future it 
is quite likely that the frozen 
used car stocks will remain in 
much their present condition 
until the spring thaws set in. 


79 Detroit Service Men 


Get Cadillac Certificates 


DETROIT.—Seventy-nine local 
service experts were awarded en- 
graved diplomas this week ad- 
mitting them to membership in 
the Cadillac Certified Craftsman’s 
League. 


The group, all service employes 
of either the Cass or Jefferson 
Ave. retail branches of the Cadil- 
lac Motor Car Co., is included 
among the 2,000 Cadillac-LaSalle 
service men who_ successfully 
completed a prescribed factory 
course of service study conducted 
by the League during 1935. 


Nicholas Dreystadt, Cadillac 
general manager and founder of 
the league, personally presented 
the diplomas won by Charles L. 
Bage, electrical expert, who first 
started servicing Cadillac cars 
here back in 1907. 


Butler, a special representative of ADN. 


| ager 





Baker carvies a 


| Roberts to Head 


New GM Plant 
In Los Angeles 


NEW YORK.—W. S. Roberts 
has been appointed general man- 
of the newly organized 
Southern Cali- 
fornia division 
of General Mo- 
tors Corp., 
which will oper- 
ate an assembly 
plant now un- 
der construction 
at Los Angeles, 
according to Al- 
fred P. Sloan jr., 
GM_ president. 

Roberts joined 
General Motors 
in 1922 when he 
was employed by Chevrolet and 
has remained with General Motors 
since. During this period Roberts 
has had various assignments man- 
aging assembly plants in Atlanta, 
Ga.; Buffalo, N. Y.; Oakland, 
Calif., and Baltimore, Md. During 
1925 he spent a year in Brazil con- 
structing and starting the opera- 
tion of the important GM Export 
plant in Sao Paulo. 


Sloan also announced that the 
Los Angeles assembly plant, orig- 
inally announced as the Argonaut 
Manufacturing division, has been 
renamed the Southern California 
division. 


Chevrolet 


W. S. Roberts 


Sets 


New Car Record 
During January 
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corresponding period in the past, 
in 1929-30. This was an increase 
of 89 per cent. 

Used car sales for January 
were 166,966 units, the second 
highest used car month in the en- 
tire history of Chevrolet. Sales of 
used cars for the 90-day period 
since the introduction of the 1936 
models totaled 400,717 units, 247,- 
003, in 1934-1935, being the high- 
est previous total for a corre- 
sponding period. 

“The performance of the De- 
troit zone was especially notable,” 
said Holler, “This zone not only 
reduced its total used car inven- 
tories, but scrapped 1,794 old ve- 
hicles during the month. 

“We regard it as significant 
that the combined sale of new 
and used cars by Chevrolet deal- 
ers in January totaled 242,378 
units, and, further, that the com- 
bined sale by Chevrolet dealers 
of new and used cars during the 
three months’ period reached the 
total of 648,383 units. 

“The fact that the record sales 
in January were not confined to 
any one section of the country, 
but on the contrary were general 
throughout the United States, is 
a splendid business indicator. It 
supports our belief that the spring 
buying season will be the best the 
country has seen for a number 
of years.” 

Extension of the used car junk- 
ing program through February 
was announced last week. This 
program, in which Chevrolet is 
recompensing its dealers for 
scrapping unsafe cars, is reported 
to be meeting with the unanimous 
approval of safety authorities in 
all parts of the country. 


Officers Re-elected 


MT. GILEAD, O.—Heads of the 
Hydraulic Press Manufacturing Co’s. 
largest industrial concern here were 
re-elected at the annual meeting 
of directors and _ stockholders, in- 
cluding Dr. W. G. Tucker, of Chi- 
cago, chairman of the board, Frank 
B. MeMillen, former Ohio Chamber 
of Commerce president, president; 
H. F. MeMillen, vice-president and 
general manager; W. C. Batchelor, 
secretary and treasurer; Dr. Tucker, 
F. B. McMillen, Henry R. Talmadge, 
Paul C. Pocock, Warren R. Tucker 
and E. P. Tice, directors. 
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Levies For Year Set High 
With $296,086,984 Total 


WASHINGTON. — Auhensaties: ton 
taxes during 1935 increased Fed- 
eral revenues nearly $23,000,000 
over similar collections made dur- 
ing the previous year, according 
to a report of the U. S. Bureau of 
Internal Revenue released this 
week. 


The year’s receipts from auto- 
motive levies, totaling $296,086,- 
984, set a new high record, it is 
shown. They represented 9.8 per 
cent of all revenue collections, 
and nearly 60 per cent came from 
the one-cent-per-gallon Federal 
gasoline tax, which produced 
$172,262,483. 


Collections from the Federal 
Source of Revenue 


Lubricating oils.. 
Gasoline 


eeeeeeeeeee 


.+-$ 28,818,919 
172,262,483 


tax on gasoline were about $2,- | 
000,000 higher than in 1934. 
eral lubricating oil taxes 
creased about $4,000,000, 
per cent, to $28,818,919. 

The boom in new car sales dur- 
ing the year was reflected in a 33 
per cent increase in the revenue 
received from levies on new cars 
and trucks, $48,936,721. 

Receipts from crude oil pro- 
duction and refining taxes in- 
creased 108 per cent, the gain be- 
ing explained by the fact that the 
levy was not in effect for the full 
year 1934. 

Comparative collections of Fed- 
eral automotive taxes for the past 
two years follow: 


in- 


Per Cent of 
Increase or 
Decrease 


Amount Collected 
1935 1934 


$ 24,843,489 
170,109,269 


| 


Fed- | 


or 16) 





NEW HIGH WHEELER introduced by Ford especially for use on rutted roads. 


The car is 


equipped with 18-inch steel spoke wheels and 6.00 by 18 tires. The model is already in production. 


{ 


U.S. Automotive Taxes Jump $23, 000. QOO in 35 | 


Buick Retail 


10,008,692 
810,695 
5,261,207 


9,256,287 
1,691,117 
6,674,268 


Transport’n of oil by pipe line. 
Crude petroleum processed, etc. 


General Motors Plants Set 


Automobile trucks 

Automobile and motorcycles... 

Auto parts and accessories..... 

Tires 

Inner tubes ....ccccccccccccces 
Total (all automotive) 

Per cent, all revenue collections 


City of Pontiac 
To Fete A. P. Sloan 


PONTIAC, Mich.—Civie organi- 
zations in this city are sponsors 
of a public dinner to be given in 
honor of Alfred P. Sloan jr., GM 
president, Feb. 11, in the Pontiac 
High School. 

E. L. Waite, general chairman, 
and his committee are making 
preparations for an attendance 
of approximately 900. 

Invitations have been extended 
to William S. Knudsen, executive 
vice- -president, and to Richard H. 
Grant, vice-president of General 
Motors. 

The banquet is an appreciation 
of GM expanding activities in this 
city. Through the employment 
and business made possible by 
Pontiac, Fisher Body Corp. and 
General Motors Truck it is be- 
lieved that no city in the state 
derives as large a percentage of 
its livelihood from the General 
Motors Corp. as Pontiac. 


Waukesha Appoints 
De Long Genl. Mgr. 


WAUKESHA, Wis.—James E. 
De Long, executive vice-president 
of the Wausesha Motor Co. has 
been appointed general manager. 
De Long has been connected with 
Waukesha for 13 years, having 
joined the organization in 1923 as 
field engineer in charge of oil in- 
dustry operations. 


He will also continue as head of 
the executive board, established in 
1928 by the late Harry L. Horning. 
Other members of the board in- 
clude J. B. Fisher, chief engineer, 
C. P. Ross, assistant secretary and 
treasurer, J. G. Swain, sales 
manager, and A, S. Cronk, direc- 
tor of purchases. Originally es- 
tablished as part of Waukesha’s 
organization program, this board 
continues to function in the ca- 
pacity of a supervisional com- 
mittee on all productive and mar- 
keting operations. All members 
are on the board of directors. 


William Carl Chapman, 
Ford Motor Ad Man, Dies 


DETROIT.—William Carl Chap- 
man, a member of the advertising 
department of the Ford Motor 
Co., and for many years promi- 
nently identified with automotive 
advertising, died Feb. 7 after an 
ilmess of two weeks, 

Mr. Chapman was born in De- 
troit Oct. 21, 1889. He entered 
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the advertising department of the 
Packard Motor Car Co., making 


| his headquarters in New York in 


the years immediately after the 
World War. 


In 1921 he became associated 
with the Ford Motor Co. and was 
sent to Europe as manager of 
European advertising. He re- 
turned to Detroit in 1928, but in 
the next year went to Spain for 
the Ford Motor Co., remaining 
there until 1931. 


Federal Truck Forms 


New Retail Sales Club 


DETROIT. — Formation of the 
Red Circle Club, descendant of 
Federal’s former Star Club, to 
which many members of Federal’s 


retail selling organization once 
belonged, was made recently by 
J. F. Bowman, vice-president in 
charge of sales. A number of 
Federal salesmen attended the 
initial meeting of this club at the 
Detroit factory. The following 
officers were elected: _ we 
Matthys, president, Detroit; L. 
W. Ricketson, vice-president, Bos- 
ton; Rex. F. Glasson, secretary, 
Detroit. 


The Red Circle Club is for re- 
tail salesmen only. There will be 
four classes of membership with 
suitable rewards for each class. 
The moment a salesman becomes 
a member of one class he auto- 
matically enrolls for the next, the 
highest class being given the 
right to wear a star pin and to 
attend the Star Convention, which 
will be an annual affair. 

Lester S. Mickle, of Galena, O., 
who is associated with the John 
W. Schultz Truck Sales, Federal 
dealer at that point, was the first 
salesman in the United States to 
qualify for membership in the 
Red Circle Club. 


Carriers Challenge 


New Wisconsin Law 


MADISON, Wis.—Nine Illinois 
and Minnesota contract carriers 
filed action Jan. 31 in federal 
court here challenging the consti- 
tutionality of the Wisconsin law 
requiring foreign truckers oper- 
ating in the state to obtain Wis- 
consin licenses. 

Judge Patrick T. Stone signed 
a temporary order restraining the 
state treasurer, secretary of state, 
and public service commission 
from enforcing the law, and an 
order, returnable Feb. 10, to show 
cause why a temporary injunction 
should not be issued. 


All-Time Safety Mark 


DETROIT.— The 72 plants of 
General Motors in the United 
States and Canada established an 
all-time safety mark for the cor- 
poration in 1935, General Motors 
officials announced here today. 

Working more than 331,000,000 
hours last year, these plants re- 
duced the number of accidents by 
24 per cent; cut the frequency of 
lost time accidents per 1,000,000 
hours worked by 38 per cent and 
the severity (the number of days 
lost per 1,000 hours worked) by 
35 per cent, compared to 1934. 
This improvement was made de- 
spite the fact that hours worked 
last year were 21 per cent higher 
than 1934. 


Describing safe working condi- 
tions as a “primary responsibility 
of management,” C, E. Wilson, 
vice-president of General Motors, 
said that the improvement last 
year resulted from the continuous 
co-operation of men and manage- 
ment in plant operations. 


“The most important thing of 
all has been the reduction in hu- 
man suffering occasioned by in- 
dustrial accidents,” said Wilson. 
“By improving working condi- 
tions, carefully training employes 
and by the untiring efforts of 
plant supervisory forces, we have 
been able to contribute impor- 
tantly to the health, happiness 
and economic security of thou- 
sands of men and women in our 
plants. 


“Safe working conditions are a 
primary responsibility of manage- 
ment. On a visit to 27 plants 
last year, I found management 
genuinely interested in safety. 
Contests between plants or de- 
partments served to spur interest 
in safety and keep it uppermost 
in the minds of the entire organi- 
zation. 


“To show how effective our 
safety program was in 1935, work- 
men in our plants lost 67,754 
fewer days of work due to acci- 
dents than they did in 1934. We 
expect to better our accident ex- 
perience even more in the future 
by continued vigilance.” 


Pontiac Zone Higher 


In Sales Than Average 


PONTIAC.—In connection with 
Pontiac Motor Co. doubling its 
sales in 1935 over 1934, A. C. 
Tiedemann jr., manager of the 
Pontiac zone, points out that the 
territory controlled by the Pon- 
tiac zone did better than the na- 
tional average. 

“Here in the Pontiac zone,” says 
Tiedemann, “dealers more than 
doubled sales with an increase 
of 188.5 per cent in their 1935 
deliveries. Many of them did 


three and four times the busi- 
ness last year that they did the 
previous 12 months. 


“Many sound factors influence 
our thinking in terms of optimism 
for 1936, the most important of 
which is the present Pontiac 
dealer’s attitude towards business 
and his individual 1936 prophecy. 
Without exception, throughout 
the Pontiac zone, there is an at- 
mosphere of anticipated contin- 
uous improvement in Pontiac 
business.” 


W.C. Acklin Elected Head 


Of Toledo Stamping Firm 


TOLEDO, O. — At a recent 
meeting of the board of the 
Acklin Stamping Co., William 
Collard Acklin was elected presi- 
dent to fill the unexpired term of 
the late James Montgomery Ack- 
lin. 

William C. Acklin has been sec- 
retary of the company since 1911, 
occupying the position of general 
manager since 1926. 


On becoming president, Acklin 
resigned as secretary and the 
vacancy in this office was filled 
by George F. Medill, member of 
a Toledo law firm. Other officers 
of the company are Frank E. 
Graper, first vice-president and 
works manager, F. C. Greenhill, 
second vice-president and sales 
manager, and A. E. Seeman, 
treasurer and assistant secretary. 


Sales Increased 


93% in January 


FLINT.—Domestic retail deliv- 
eries of the Buick Motor Co. dur- 
ing the second 10 days of January 
totaled 2,374 units as compared 
with 1,877 delivered in the first 
10 days of the month and with 
1,137 in the corresponding period 
a year ago. 


The total of 4,251 deliveries for 
the first 20 days of 1936 compares 
with 2,194 in the corresponding 
period of last year, a gain of 2,057 
units or 93.7 per cent. 


Gerds Heads Group 


CHICAGO.—Charles L. Gerds, head 
of Gerds Motor Sales, Ine., was re 
elected this week for his second 
term as president of the Dodge 
Dealers Assn. at a meeting in the 
Hotel Sherman. Other officers 
chosen were Joseph Hart, vice-presi- 
dent; M. Kroll, secretary; Abe 
Bender, treasurer, and M. J. Lana- 
han, E. Preston, James Goodwin, 
T. G. Arnold, F. W. Rembold, George 
Fiedler and Joseph Spevacek as ad- 
ditional directors. 


With F. H. Akers, 
sales of Dodge, as 
speaker, 200 Dodge and Plymouth 
dealers, new and used car sales 
managers, and truck sales managers 
in the Chicago city district held an 
all-day meeting here yesterday at 
the Drake hotel. The principal 
order of business was an outlining 
of the factory’s plans for a spring 
drive on both new and used car 
and truck sales. 


director of 
the principal 


1935 Truck Sales Surpass 
Every Year Except 1929 


DETROIT.—Sales of new trucks 
and commercial cars in_ the 
United States during 1935 totaled 
510,683 units, as shown by com- 
plete official registrations for the 
year, R. L. Polk & Co. have an- 
nounced. This total has been ex- 
ceeded only once in history, in 
1929, when the figure was 527,057. 


The 1935 total was enlarged 
by the heaviest December figure 
in the history of the industry. 
During the month 39,258 trucks 
and commercial cars were regis- 
tered, 63.10 per cent ahead of the 
previous record December, which 
was in 1934 when 24,070 units were 
sold. The December total was 
6.29 per cent larger than the 
November total of 36,935, which 
also was a record for that month. 


With the addition of the truck 
and commercial car registrations 
to the 2,743,908 new passenger 
cars registered in 1935, the total 
of automotive units sold in the 
nation reached 3,254,591. This 


was the largest total since 1929 
and has been exceeded only in 
1926, 1928 and 1929. 


Nebraska Governor to 


Organize Safety Council 


LINCOLN, Neb.—Governor R. 
L. Cochran has set Feb. 13 as the 
date for a safety conference to be 
held here. A permanent state 
safety council will be organized. 
The governor’s three-point safety 
program: 

1. Enforcement of motor ve- 
hicle laws. 

2. Education of the public to 
make it “conscious” not only of 
the laws but of the hazards of 
highway traffic. 

3. A study of engineering and 
physical conditions of highways 
to correct unusual hazards. 

He said the state will start 
enforcement of laws giving the 
highway department authority to 
set up inspection stations. 





Factory Aid 


Dealers Doubt if 


Many 


Co-operation Would Work 


DETROIT.—Factory aid is necessary in solving the 
used car situation in the opinion of many dealers queried 
this week by ADN’s Inquiring Reporter. 

Co-operation among the dealers themselves might solve 
the problem, many of the interviewed dealers maintain. 
But whether factory aid or co-operation among the deal- 
ers will ever be obtained is still another question, the deal- 


ers declare. 


Seeking to throw further light on the mud- 


a Coenen. oF. usea Car 560 eee 


tices, the Inquiring Reporter this 

week proposed the following 

questions: 

Should fac- 

tories fail 

to co-operate 

in solving the 

used car prob- 

lem; do you 

feel the deal- 

ers could solve 

it by co-oper- 

ating among 

themselves? 

Would new 

car sales suf- 

fer if dealers 

collectively re- 

fused after a 

given date to handle used cars at 
a loss? 

A. 8S. Eldridge, Eldridge Motors, 
Inc., Seattle, Wash.: “I do not 
think dealers could’ control the 
used car situation without factory 
co-operation. The problem is 
mutual and must be solved by 
mutual co-operation. New car 
sales would be hurt if dealers re- 
fused to handle them at a loss 
but the effect would be only 
temporary.” 

x + * 

S. S. Sayres, American Automo- 
bile Corp., Seattle, Wash.: “Theo- 
retically dealers could control the 
used car market among them- 
selves and without co-operation 
from the factories, but in actual 
operation such a plan emphati- 
cally would not work. Over the 
long haul new car sales would 
not suffer if dealers definitely re- 
fused to take in cars except on a 
basis that would assure them a 
profit, but there would be a 
slackening of pace when such a 
plan was first put into effect.” 

* + oe 

August Johnson, Transport 
Corp. and president of the Seattle 
Automobile Dealers’ Assn., Seattle, 
Wash.: “Dealers cannot solve the 
used car problem alone. We need 
factory co-operation, otherwise 
failure would be the result of 
even the best attempts. New car 
sales would not suffer if dealers 
refused to handle them except on 
a profitable basis. The individual 
who wants a new car will trade 
in his old one when he has his 
mind made up on the basis of a 
profit for the dealer just as read- 
ily as on a loss basis. A matter 
of $40 or $50 on a trade will not 
stop a buyer if he is in the 
market. The wild trading in this 
territory at the present time 
means that in a year or two there 
will be few dealers left in busi- 
ness.” 

* + - 

Chester H. Warrington, War- 
rington Motor Co., Nash distrib- 
utors, Washington, D. C.: “Deal- 
ers can solve the used car prob- 
lem by co-operating among them- 
selves, but certainly the factories 
should not refuse to co-operate. 
After all, it is a mutual problem. 
In my opinion dealers can take 
the longest step toward solution 
of the used car problem by set- 
ting up a co-operative organiza- 
tion to function as a used car 
clearing house, and through which 


all member used car sales would | 
siderably more cars than in 1934, | 


be made. Such an organization 
functioned in Washington in 1920, 
although with the modification 
that it was a private enterprise. 
I believe that as a dealer co- 
operative proposition, such a 
clearing house set-up would be 
100 per cent successful and go a 
long way toward clearing up the 
present situation which, as every 











dealer and distributor knows, is 
becoming increasingly difficult 
and chaotic. Insofar as the prob- 
able effect upon new car sales of 
dealers’ suggested refusal to han- 
dle used cars at a loss, I believe 
emphatically that such a policy 
would definitely cut down new 
car sales. Frankly, most new car 
registrations today do not repre- 
sent profit sales from the dealer 
standpoint because used car al- 
lowances are entirely too high. 
If dealers and distributors do not 
make a radical change in policy a 
good many of them will have to 
invoke Section 77B of the Na- 
tional Bankruptcy Act.” 
*& * * 


Fred L. Mills, F. L. Mills Co., 
Bridgeport, Conn., Studebaker 
and Pierce-Arrow: “I cannot see 
how such a used car program 
can be worked out on a national 
basis. It might prove successful 
if local dealer associations could 
apply the principles and get full 
co-operation from their members. 
In my opinion any attempt to 
solve the trade-in problem through 
a centralized national agency will 
fail. If successfully applied, I do 
not think new car sales volume 
would be affected.” 

. * . 

Dwight L. Fitzsimons, Automo- 
tive Twins, Inc., Bridgeport, 
Conn., Ford: “Having seen such 
voluntary used car control pro- 
jects as the so-called used car 
exchange fail in a number of 
cities because dealers would not 
co-operate fully, I am skeptical 
about this plan. Even if dealers 
in one city work together 100 per 
cent, purchasers can always 
travel out of town in search of 
some dealer who will give them 
the extra allowance they seek.” 

* * + 


James V. Adley, The Adley Co., 
Bridgeport, Conn., Graham-Paige: 
“If dealers would only stick to- 
gether on such a co-operative 
plan, the used car problem could 
easily be licked. It would have 
to be handled on a local basis, 
however. I don’t believe the pro- 
gram would hurt new car sales. 
If a man is going to buy a new 
car, a difference of $25 or $50 
will not stop him as a rule.” 

* * t 


J. C. Higgins, Lord Auto Co., 
Graham and Diamond-T, Lincoln, 
Neb.: “I don’t believe the factories 
can do much to solve the used 
car problem, and the dealers will 
not. The latter will fritter along 
until the factories are compelled 
to establish their own retail out- 
lets, if the present trend in dealer 
methods continues. Refusdl of 
dealers as a whole tc handle used 
cars at a loss after a given date 
would curtail new car _§ sales 
temporarily, but the long-term 
effect might be beneficial. It ap- 
pears to me that the dealers are 
going to have to come to some 
such action before the retailing 
of new cars can be put on a sound 
basis. The so-called ‘hot line’ 
dealers had a good chance last 
year to strike at the used car 
problem effectively, but they 
didn’t take advantage of the op- 
portunity. While they sold con- 


I’ll wager that the majority of 
such dealers didn’t make any 
more, if as much, profit as they 
did in 1934.” 
* x * 
W. A. Dailey, Dailey Motors, 
Pontiac-De Soto-Plymouth, Lin- 
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Needed to Solve Used Car Problem 


WELCOME HOME was extended to William E. Holler, Chevrolet 
sales generalissimo, upon his return to harness after a much-needed 
three weeks’ rest ffi Bermuda. Here is Holler between his right and 
left bowers, H. B, Hatch, left, and Felix Doran, right, who eked out a 
January sales record for Chevrolet during Holler’s absence. 


problem, and the dealers just will 
not get together. I’ve tried for 
26 years to persuade fellow deal- 
ers to put up a united front in 
attacking the problems besetting 
the business, and I’ve come to the 
conclusion that they will not co- 
operate. It appears that it will 
have to be a survival of the fit- 
test affair.. Dealers couldn’t very 
well refuse to handle used cars 
as we have to have used cars to 
run a new car dealership. Most 
of us couldn’t make enough to 
pay the rent if we depended upon 
straight sales for our business. 
The way to solve the problem, it 
seems to me, would be for the fac- 
tories to give a refund to their 
dealers at the end of each year, 
and set up a junker fund. The re- 
fund would be in the nature of a 
discount based on a sliding scale, 
and the money shouldn’t be forth- 
coming until the end of the year 
because the average dealer would 
spend it if it came in in little 
dribbles throughout the year. The 
dealers should be paid $30 to $40 
for each car junked, and this 
would put a lot of trash out of 
circulation, easing up the used 
car tension considerably and sav- 
ing the dealer the unpleasant and 
unprofitable task of selling junk- 
ers to the public.” 
* of * 


W. R. Mowbray, Mowbray- 
Wingo Co., Dodge and Plymouth, 
Lincoln, Neb.: “It is going to take 
the co-operation of the factories 
to solve the used car problem, 
and it should be much easier for 
the factories to promulgate some 
effective plan than for the dealer 
to do so. However, the dealers 
could do a lot to help themselves 
if the factories would let us alone. 
By that, I mean quit ‘turning on 
the heat’ and harping on new 
car sales volume. If the dealers 
are to conduct a profitable busi- 
ness, the factories will have to 
forget volume and start thinking 
more about the dealer profit. The 
new finance rates with a long- 
term limit has hurt the used car 


business a lot, by making it pos- 
sible for many of the customers 
who normally would buy used 
cars to get new ones on easy 
credit instead. It would hurt 
business for a while if the deal- 
ers refused to handle used cars 
at a loss, but after 90 days I be- 
lieve the new car sales volume 
would be satisfactory again. The 
public would get used to the new 
condition if all the dealers stuck 
together. This was proven un- 
der the now defunct NRA code. 
Close co-operation on the part 
of all dealers would do much to 
do away with the chiseler who 
goes around with his used car 
until he finds some dealer who 
is overstocked and then getting 
two prices for his used car on a 
trade-in. The average dealer is 
afraid of losing his contract, how- 
ever, so there would. have to be 
factory co-operation. I think it 
would work out if the factories 
would demand that their dealers 
make a profit on their used cars. 
Ford’s old policy was along this 
line and it seemed to work very 
well.” 


Mass. Registrar Opposes 
Motor Speed Governors 


BOSTON.—Frank A. Goodwin, 
registrar of motor vehicles, has 
gone on record at a legislative 
hearing in opposition to a bill 
that would require motor vehicles 
to be equipped with speed gov- 
ernors. He declares that such a 
law, as embodied in a bill recently 
introduced, would be unwise at 
the present time. He added, how- 
ever, that such legislation may 
be necessary if all other measures 
to insure highway safety prove 
a failure. The registrar has in- 
troduced a bill, which is favored 
by the Motor Truck Club of 
Massachusetts, to reduce the 
candle power of headlamps from 
32 to 22. He also opposes a bill 
that applicants for licenses be 
required to furnish photographs 
and finger prints. 
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THEY CAN TAKE IT. The new Dodge half-ton commercial cars 
coln, Neb.: “The factories can do| with 20-inch wheels, built especially for roads that are rutted and 
very little to solve the used car| muddy, provide plenty of extra road clearance. 


ye 


New Car Dealers 


Unite in Sales Drive 


LINCOLN, Neb.—Lincoln’s 
15 new car dealerships have 
started a “Buy your used 
car from a new car dealer” 
campaign, which was _ in- 
augurated late last month 
with a full page co-opera- 
tive newspaper ad. In 1935 
the 15 dealers sold more 
than 5,000 used cars, repre- 
senting approximately $1,- 
000,000. Today there are 
about 500 used cars on their 
display floors, an _ invest- 
ment of over $140,000. Be- 
cause of early announce- 
ments and sales of 1936 
models, the used car stocks 
in Lincoln are about 50 per 
cent greater than for the 
same period a year ago. 
Advertising copy being used 
includes such phrases as 
“Lincoln New Car Dealers 
are Dependable,’’ and 
“When a New Car Dealer 
sells you a car he is selling 
his reputation with the 
hopes that you eventually 
become a new car pur- 
chaser from him.” 








Ford to Exhibit 
At Exposition 


DETROIT. — Displays of test 
machines in actual operation, 
will be featured in the Ford ex- 
hibit at the second annual De- 
troit and Michigan Exposition to 
be held here in Convention Hall, 
Mar. 6 to 15. 


The Ford and Lincoln exhibit 
will occupy 5,000 square feet of 
floor space and will include many 
of the displays shown last year 
at the California and Pacific In- 
ternational Exposition at San 
Diego. 

Helping to make the Exposition 
a veritable. “Little World’s Fair,” 
the Ford exhibit will give prom- 
inence to the novel machines. 
These include the _ stroboscope, 
weatherometer, fabric wear test- 
ing machine and other similar 
devices produced by modern 
science and engineering. 


In another part of the exhibit, 
boys from the Ford Trade School 
will carry on their work on lathes, 
shapers, and grinders, giving more 
views of actual operations within 
the school. A _ glass enclosed 
model of a soy bean processing 
plant and a display of parts made 
from the soy bean, illustrating the 
possibilities of using farm prod- 
ucts in industry, will also be 
shown. 


Rent WPA Trucks 
States Hopkins 


WASHINGTON.—Harry L. Hop- 
kins, Works Progress Administra- 
tor, has issued a bulletin to state 
works chiefs calling attention to 
the policy of purchasing automo- 
tive equipment only by special 
authorization of the Washington 
office. 


“It appears necessary to reiter- 
ate,” the bulletin stated, “that 
state administrations give due 
consideration to the rental of au- 
tomotive equipment when contem- 

plating the purchase of such items. 


| “No purchase of this nature will 
be authorized if satisfactory equip- 
ment can be rented within a rea- 
sonable distance of the location 
of the work, unless it can be 
shown, after due consideration has 
been given to maintenance costs 
and the availability of relief la- 
bor for such maintenance, that 
| purchase of the equipment is de- 
cidedly more advantageous to the 
government tnan the renting of 
like equipment.” 





$2,300,000 to employes of Chrys- 
ler Corp. has been announced by 
Walter P. Chrysler, chairman of 
the board, in New York, and by 
K. T. Keller, president, in Detroit. 


The fund has been appropriated 
out of earnings. 


The fund will be distributed to 
present employes who were on 
the payrolls of the corporation’s 
plants during any part of the first 
quarter of 1935. 


Special arrangements for dis- 
tributions will also be made in 
the plants of the Chrysler Corp. 
of Canada, Ltd.; Chrysler Motors, 
Ltd., of London, England; Societe 
Anonyme Chrysler, Antwerp, Bel- 
gium, and in the United States at 
Los Angeles, Calif.; New Castle, 
Ind., and Helen, Ark. 


It will enable the corporation’s 
eligible employes to share in one 
of the largest employe distribu- 
tions ever made. 


59,000 Benefit 


Approximately 59,000 employes 
will participate in the distribu- 
tion, 

Some 54,000 of those eligible to 
share in the fund live in the De- 
troit area. 

More than $2,000,000 of the to- 
tal fund will thus be distributed 
to employes in the Detroit area. 


The minimum payment to any 
eligible employe will be $30. 

An additional payment for 
length of service up to and in- 
cluding 10 years will enable many 
of those eligible ‘to get $50. 

Payment will be made Feb. 14, 
1936. 

Chairman Chrysler in his an- 
nouncement states: “A fund of 
$2,300,000 has been set aside out 
of earnings of Chrysler Corp. for 
distribution to present employes 
who were on the corporation’s 
payrolls during any part of the 
first quarter of 1935. 

“In authorizing the distribution 
of this fund as an additional 
recognition of the service of the 
employes, the management wishes 
to express its appreciation of the 
co-operative efforts of the em- 
ployes in helping to further the 
progress of the corporation in 
recent years. 


Minimum is $30 


“In the distribution of the fund, 
to be made shortly, recognition 
will be given to length of service 
of the employes who will share 
in it. 

“Every present employe who 
was on the payroll during any 
part of the first quarter of 1935 
will participate. 

“The minimum amount paid to 
any eligible employe will be $30. 

“An extra amount over and 
above this minimum will be paid 
for each additional year of serv- 
ice at the rate of $2 per year up 
to and including 10 years. 
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$2,300,000 Chrysler Bonus Aids 59,000 Employes 


Minimum Payment i is $30; 
Foreign Plants to Share 


“In announcing this action, I 
wish, personally to thank the 
employes of Chrysler Corp. for 
the job they are doing. 


tion is in a position to pay the 
employes this extra amount over 
and above the wages they have 
earned. 


“During the year 1935, Chrysler 
Corp. produced and shipped some 
840,000 cars and trucks. This was 
the greatest output in the history 
of the business. To me it indicates 
two things of importance to all of 
us: First, that the public has an 
increasingly high regard for the 
corporation’s products; and sec- 
ond, that the way to safeguard 
the prestige of these products— 
which is our job—is to put into 
them the most careful and consci- 
entious work of which we are 
capable. 


Wages Higher Than ’29 


“As the employes know, the 
wage rates we have paid are even 
higher than the 1929 level. We 
are endeavoring in every practical 
way to offset the effects of the 
seasonal character of this auto- 
mobile business upon the stability 
of employment. It is our hope 
that still further improvement 
can be accomplished, notwith- 
standing the practical difficulties 
due to wide fluctuations in the 
demand for automobiles, not only 
at different times of the year, but 
also from one year to another. 


“Our aim is to develop in the 
plants of Chrysler corporation a 
stable organization, well-trained 
by experience and willing to co- 
operate with the management in 
our efforts to give the public in- 
creasingly better values in our 
products.” 


Special arrangements for dis- 
tributions will also be made in the 
plants of the Chrysler Corp. of 
Canada, Ltd.; Chrysler Motors, 
Ltd., of London, England, and So- 
ciete Anonyme Antwerp, Belgium. 


Fruehauf Names Holmes 


To West Coast Sales Job 


DETROIT.— S. A. Holmes re- 
cently was advanced to regional 
manager of the West Coast where 
he will have 
complete charge 
of Fruehauf 
sales. He will 
supervise the 
operations of 
all Freuhauf 
distributors on 
the Coast. This 
includes the 
Bunnell - Kirk- 
sey Trailer 
Corp., Fruehauf 
distributors, 


S. A. Holmes 
with offices in Los Angeles, Oak- 
land, and San Francisco. 


Holmes formerly served with 
Freuhauf as special representa- 


tive and regional manager in 


various parts of the country. 


Cars, Parts Export Total 
Hits $25,894,249 in 1935 


WASHINGTON. 
motor vehicles and parts from 
Canada during 1935 totaled $25,- 
894,249, still 45 per cent under the 
record year 1929, when exports 
were valued at $47,005,671. How- 
ever, shipments in 1935 were 32 
per cent higher than in 1934, when 


they totaled $19,619,016, according | 


to the Automotive Trade Division 
of the U. S. Department of Com- 
merce, 

Passenger car exports totaled 
47,592 units as compared with 31,- 
274 in 1934, and truck shipments 
16,738 and 12,094 respectively. In 





1929, exports totaled 64,863 pas- 


— Exports of 


senger cars and 36,848 trucks. 
Exports of automotive parts in 
1935 ($2,925,667) exceeded ship- 
ments in 1929 by 28 per cent. 

Parts shipments in 1934 were 
valued at $2,415,222. 

Motor vehicle production in 
Canada in 1935 was the highest 
recorded since 1929; 139,742 pas- 
senger cars and 33,253 trucks 
were manufactured during the 
year compared with 92,647 and 
24,205 respectively in 1934 and 


| 203,307 and 59,318 respectively in 


1929, it was stated, 


DETROIT.—A distribution of} “Checks will be distributed to| 


eligible employes on Feb, 14, 1936 | 


It makes | 
me very happy that the corpora- | 
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DURING 29 YEARS, Ed Wynn, stage, screen and radio comedian, 
has climbed to fame with his pedal extremities encased in the brogans 
which he is showing to Bill Romaine, Plymouth advertising manager 


(left), and Dan Eddins, president of Plymouth (center). 


Wynn is 


soon to take the air in interest of Plymouth in a portrayal of 


Gulliver’s Travels. 


Dodge Dealers Learn They 
Broke Sales Records in ’35 


DETROIT.—Dodge automobile , enc 
dealers and salesmen attended an 
all-day meeting with factory offi- 
cials and regional executives at 
the Statler Hotel here Thursday. 
The principal speaker was A. van- 
DerZee, general sales manager, 
who gave the audience an up-to- 
the-moment review of the auto- 
mobile business and discussed 
passenger car and truck selling 
plans for 1936 with special refer- 


Studebaker Aids 
In Traffic Study 


SOUTH BEND.—An exhaustive 
study of traffic control and safety 
programs in mid-western cities 
is being conducted by the City 
of South Bend in co-operation 
with the South Bend Tribune and 
the Studebaker Corp. A commit- 
tee composed of police officers, 
newspaper men and a representa- 
tive of Studebaker is en route on 
a tour that will include Evanston, 
Louisville, Milwaukee, Toledo and 
Detroit. 


Chief of Police L. J. Lane, of 
South Bend; William Diedrich, his 
assistant and Chief James L. Buy. 
of Mishawaka, Ind., represent the 
law enforcement departments of 
South Bend and Mishawaka. Other 
members of the party are: John 
W. Gibbons, director of the South 
Bend Tribune’s traffic safety cam- 
paign, who arranged the tour, and 
Eugene F. Noon, representing 


Studebaker. Transportation for the | 
tour is furnished through courtesy | 
of Studebaker in a special armored | 


car built for police service. 


Graham Sales 
Gain 175% Over 
January, 1935 


DETROIT. —Gains in retail 
sales of Graham cars during 
January increased 175 per cent 
over the same period last year, 
according to figures just released 
by F. R. Valpey, general sales 
manager. Substantial increases 
in shipments of cars to dealers 
during the month were also re- 
ported by the corporation. 


“Such sharp sales increases, es- 
pecially in the face of unfavorable 
selling weather, is an unmistak- 
able indication that Graham cars 
are building up to a great new 
popularity,” declared Valpey. 


ence to the territories repre- 
sented by the attending dealers. 


The speaker gave his hearers 
an interesting picture of the 
manner in which the motor car 
industry has taken the lead in 
restoring public confidence by 
the most remarkable exhibition 
of courageous, sustained action 
ever recorded in industrial affairs. 


Referring more specifically to 
Dodge, vanDerZee told his hearers 
that Dodge dealers had during 
1935 sold and delivered 372,450 
passenger cars and trucks—the 
greatest number of motor vehicles 
ever sold by the organization. 


In projecting business poten- 
tialities for 1936, the speaker drew 
a picture, based on careful in- 
vestigation, that augured well for 


BEARER OF GOOD NEWS. 
Dodge dealers, during 1935, de- 
livered 372,450 passenger cars and 
trucks, A. vanDerZee, the com- 
pany’s general sales manager, told 
dealers and salesmen gathered at 
the Statler Hotel, Detroit. 


the immediate future. “During 
the lean stretch that followed the 
peak year of 1929,” he explained, 


“factors have developed that make | 


today’s prospects better than in 
1929. We have raised a crop of 
new prospects who need trans- 
portation and are now attaining 
an economic state permitting 
them to satisfy their wants.” 


Plymouth Will 
Launch Biggest 


Radio Program 


DETROIT. Plymouth will 
launch the biggest radio adver- 
tising campaign in its history, 
Thursday, Feb. 13, in the inter- 
ests of its dealers throughout the 
world. 


Ed Wynn, comedian of radio, 
stage and screen, will return to 
the air on that date in a new 
comedy character role under 
Plymouth’s sponsorship. Sup- 
ported by Lennie Hayton’s or- 
chestra, “The King’s Men” quar- 
tette, and a large vocal ensemble, 
Wynn will be heard every Thurs- 
day night from 9:30 to 10 o’clock 
(EST) over the coast-to-coast 
network of 87 stations in the 
Columbia Broadcasting System, 
as well as by short wave to Eu- 
rope and South America. 


Wynn will be cast as “Gulliver 
the Traveler,” patterned after the 
central figure in the classic writ- 
ten by Jonathan Swift more than 
200 years ago. The role is said 
to afford him an opportunity to 
turn into laughter strange and 
amusing experiences in unsual 
situations and places, 


Dealers will be given a close 
tie-up with the new radio pro- 
gram through a weekly contest 
in which a 1936 Plymouth De 
Luxe four-door sedan will be 
given away to the winner. Wynn 
will ask the radio audience a@ 
question each week, and the best 
answer will win the Plymouth 
Blanks upon which contestant’s 
answers must be written will be 
secured at Plymouth dealer show- 
rooms, and the dealer’s name will 
appear on every entry blank. 
Every car awarded will be de- 
livered by the dealer from whom 
the winner obtained his entry 
blank. Winners will be announced 
over the air on the second broad- 
cast after the question has been 
asked. 


Dealers will be supplied with 
special promotional material, such 
as posters, displays and entry 
blanks. Advertising on _ radio 
pages of newspapers will be used 
to inform Wynn’s followers of hia 
return to the air. 


Exports in Jan. 
Break Records 
At Studebaker 


SOUTH BEND.—With a Janu- 
ary shipment of cars and trucks 
larger than any month last year, 
the Studebaker Export Corp. has, 
for the second time in four 
months, broken an all-time rec- 
ord, according to Arvid L. Frank, 
president. 

Last October truck exports, 
aided by substantial orders from 
the Italian-Ethiopian front, estab- 
lished a new high in Studebaker 
export history. Shipments of the 
new 1936 truck models for Janu- 
ary exceeded those of last October 
for a new record without the 
benefit of orders from the war 
zone. 

Total exports in January not 
only exceeded any month in 1935 
but also were 15 per cent above 
January, 1935. Unfilled orders on 
the books Jan. 31 for immediate 
shipment are more than double 
those of the same date a year 
ago. 

“February will in all probability 
be our biggest month in total 
volume since March, 1929,” said 
Frank. 


Road Jobs Let 


ST. PAUL, Minn.—Highway con- 
tracts aggregating $818,687 of which 
$405,240 represents farm-to-market 
road improvements outside the state 
trunk system, had been awarded 
today by N. W. Elsberg, state high- 
way commissioner. Part of the 
work will start at once and the rest 
early next spring. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 
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Chrysler Sends A Valentine 


ALL it sentimental if you like, but when a big corpora- 
tion like Chrysler splits $2,300,000 of its earnings 
among its employes, we feel a tingling of pride through 
our vertebrae which can’t be suppressed. It is good to be 
part of an industry which does things like that in a big 
way. Often, we think, people are prone to look upon such 
disbursements on a cold dollars and cents basis. Wages 
and sharing of profits with workers are more than that 
and should be measured in terms of happiness that they 
bring to the families of the workers who receive them. 


During the past 12 months the employment situation in 
Detroit and vicinity has been extremely good. Men have 
had steady work at good wages with little interruption 
since early in 1935. Back bills have been met, in most 
cases, but it is doubtful that many workers have been able 
to lay much aside or indulge in wanted luxuries during our 
rapid climb out of the depression. Profit sharing such as 
Chrysler has just announced will do much to fill this need 
and with spring (we hope) just around the corner it will 
form the nucleus of a fund for much needed extra spring 
clothing for children and wives. The date of payment, 
Feb. 14, is most timely as it thus becomes a very welcome 
Valentine. 


Used Car Seasons Shift 


T MIGHT have been expected that when the new car sell- 
ing season was moved forward from January to Novem- 
ber a corresponding change in the used car clean-up period 
would necessarily have to follow. In many cases dealers 
had anticipated this and were in fairly good shape when 
new models were announced. Since that time the press of 
new car sales has brought about a heavy accumulation of 
used car stocks and bad weather has served to retard sales. 


Taking the industry as a whole, it is estimated that used 
car stocks in dealer hands are about 70 per cent above last 
year. On the other hand, it is likely that new car stocks 
also are higher, as compared with last year. Preliminary 
reports on January operations indicate a better buying 
demand than the same month a year ago for both new 
and used cars. With improved weather it is likely that 
this pace would be further quickened in the months to 
come. 


It is true that many of the used cars now in stock were 
taken in at allowances that were too high and this, coupled 
with storage and depreciation costs, makes a picture that 
is not pleasant. Still, if we anticipate a demand during 
the next few months in excess of the demand last year, 
the heavier stocks are justified and dealers should take 
advantage of the natural urge to buy new cars in the 
spring to bring their future used car allowances more in 
line with values. If this real demand develops, as we 
believe it will, we may even crawl out from under our 
current stocks in better shape than we had expected to. 


By the Publisher 


Sarasota, Fla. 


SOUTH HOLDS Small wonder 
TONIC that nine-tenths 
of the folks who 
head south these days do it via 
motor car. We listened to the 
siren advertisements of the rail- 
roads which read: “Have your 
automobile accompany you south 
for one extra fare.” And to out- 
smart the icy mountain roads of 
Ohio, Kentucky and Tennessee, 
we shipped to Atlanta. 


The railway promised three- 
day delivery, but we shipped four 
days early to avoid possible disap- 
pointment. Our precautions were 
useless, however, because some 
inspired freight agent insisted on 
holding our automobile until an- 
other could be found to fill the 
railway car and then picked one 
going to Asheville which, he evi- 
dently recalled, was in the gen- 
eral direction of Florida. 


So we waited in Atlanta for two 
days burning the wires and, we 
hope, the ears of some _ railway 
brass hats who wonder why the 
dear public has so little faith in 
their efficiency or their promises. 

It did give us a chance to get 
acquainted with George M. Kohn 
jr., who will in the future repre- 
sent ADN among advertisers 
south of the Mason and Dixon 
line, and who, with his father, 
has for years represented Time, 
Fortune, Printers’ Ink and food 
and drug papers. 

We felt honored to be asked to 
join this justly famous group of 
publications. 

a7 > 2 

ATLANTA HAS had the worst 
winter in so long a period that 
even the oldest inhabitant can- 
not remember anything like it. 
The streets were still rutted with 
snow and ice which we did not 
leave until we were a hundred 
miles further south. We found, 
as Nina Wilcox Putnam pointed 
out in a recent Saturday Evening 
Post story, that the best and most 
attractive route is usually that 
not recommended by the auto 
clubs. 

Taking Route 19, avoiding 
Macon, we sailed along over a 
beautiful highway with few buses 
and little traffic, past the many 
thousand-acre Georgia estates of 
wealthy easterners around Thom- 
asville. The mail boxes along 
this road read like the roster of 
the New York Yacht Club. 

+ * * 


ARRIVING AT the charming 
old state capital city of Florida, 
Tallahassee, we enjoyed in the 
evening the new movie, “Rose 
Marie,” which we knew still to 
be current on Broadway. We 
thought, perhaps, that this indus- 
try should be given credit second 
only to our own for helping to 
pull this country out of its worst 
depression. 

Having left Detroit on Friday 
before ADN went to press we 
were anxious to see a copy and 
intended making a round of the 
local dealers to find if possible 
whether our claim to reaching 
the best dealers in every town 
was a myth or not. Parked for 
the night because when we en- 
tered the offices of Proctor & 
Proctor (Cadillac-Buick- Pontiac 
dealer) there was one of the 
brothers, believe it or not, care- 
fully looking over the Saturday 
edition of ADN. We borrowed 
their copy but only on our prom- 
ise that we would return it by 
the next mail for their files. Per- 
haps we do not appreciate our 
own importance to the men on 
the firing lines. 

* ~ + 

FLORIDA is a big state but 
there is hardly parking space in 
Clearwater, St. Petersburg or 
Tampa for the visitors’ cars, 
which bear the license plates of 
every state in America, with even 
Cuba, Mexico, and Costa Rica 
represented. 

At Tampa the state fair is on 


(Continued on Page 31, Col. 3) 
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Don’t Wait for the Spring Thaw 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use this space 


for voicing their opinions or ideas. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Used Cars 


After taking a little time out to 
deliberate on the doings of the 
NADA at New Orleans, we wrote 
them as per enclosed copy and 
thought you might be interested to 
know how another old established 
dealer feels about the used car sit- 
uation. 

From a great many comments 
you no doubt have received, much 
construction matter may be obtained 
to a satisfactory solution of a most 
important problem which has con- 
fronted the new car dealers for 
many years and we trust our little 
contribution will at least add our 
bit to this end.—W. F. Sturm, presi- 
dent, Sturm Chevrolet Co., Inc., 
Lake Wales, Fla. 


The letter follows: 

National Automobile Dealers Assn. 
St. Louis, Missouri 
Gentlemen: 

We have read with much interest 
the report in Jan. 18 Automotive 
Daily News which plan, if put in 
operation, would require dealers to 
show a 20 per cent gross profit on 
used cars. 

This is a step in the right direc- 
tion as an experiment. 

Almost every line if merchandise 
on the market after the first year 
has a second-hand depreciation of 
about 50 per cent or more. The 
automobile, being a major factor in 
the second-hand line. is dealt in 
from 20 per cent to 33 1-3 per cent 
under the selling price as a second- 
hand car the first year, entirely too 
high. 

First off, it will be necessary 
for your NADA Official Guide to be 
revised with at least a 50 per cent 
drop the first year and a propor- 
tionate drop thereafter. If this is 
not done it is not going to help the 
used car situation unless the manu- 
facturers and the association do this 
and back it up. 

We have always felt the only way 
dealers can get out from under the 
used car situation would be for a 
plan that the manufacturers, the 
association and the Federal Trade 
Commission would have to work out, 
divorcing the used car business from 
the new car entirely; for the manu- 
facturers to establish used car 
dealers wherever they maintained 
new car dealers; and that reasonable 
trade-in prices be placed on second- 


hand cars, to be taken off the hands 
by the used car division and the 
proceeds turned over to the new car 
dealer as part payment. Used cars 
could then be moved from one dealer 
to another as the surplus or short- 
age required and would establish 
uniform used car allowances in all 
towns which would dispense with 
cut-throat activity by unscrupulous 
dealers. 

We hope that these suggestions 
and comments will be of some value 
in formulating a successful plan 
beginning in the immediate future, 
as the writer from many years ex- 
perience has always felt that the 
used car situation must be controlled 
by the manufacturer or it never 
will be a success. 


From ‘Down Under’ 


Would you be good enough te 
mail us a copy each of your serv- 
ice manual—as referred to on page 
two of your December 7 issue—and 
of the survey on new methods of 
automobile merchandising—as refer- 
red to in your leader on page six. 
Whatever cost is entailed, please 
debit to us. 

I am looking forward to encroach- 


(Continued on Page 31, Col. 2) 


AS OTHERS 
SEE IT 


The Chrysler Bonus 


Again the automobile industry 
centering in Detroit proclaims to 
the world the return of prosperity. 
The Chrysler Corp., rejoicing in the 
“best year” of its history, makes fit- 
ting acknowledgment of the good 
services of its employes by distri- 
buting $2,300,000 as a bonus. 

Of course, the Detroit member- 
ship of the big Chrysler family out- 
numbers all other Chrysler groups. 
That means that Detroit and the 
Detroit area have reason to be grat- 
ified by the good management and 
phenomenal success of this great 
concern. Optimism, achievement, 
fair dealing are energizing influ- 
ences that permeate far when gen- 
erated by so large a machine as the 
Chrysler organization. . ‘ 

—Detroit News 





§ 


y 
7 


AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 8, 1936 


Only One Low Priced Car is 
| FIRST in Everything that Counts 


... LERRAPLANE 


WHICH CAR WOULD YOU PREFER TO SELL? 


THIS 


Terraplane alone among all popular 
low priced cars gives you this: 


@ Full 115-inch wheelbase. 
@ 195 inches over-all length. 


@ Most power—88 or 100 horsepower—with 
freedom from vibration at all speeds. 


@ Body ail of steel, with seamless roof of 
solid steel. 


@ Most inside room—145 cubic feet—more 
leg and shoulder room, and widest rear seat. 


@ Completely new style—best insurance of the 
investment value of your Car. 


@ The only rear opening baggage and tire 
compartment on 5 and 6-passenger models 


that can be had in any low priced car without 
extra cost. Spare tire lies flat inside. 


@ Duo-Automatic Hydraulic Brakes (patent 
applied for), two braking systems operating 
automatically from one brake pedal. And a 
third braking system from the easiest operat- 
ing parking brake in the world. 


@ Radial Safety Control (patent applied for) 
combining all the advantages of independ- 
ent springing with a sturdy front axle— 
smoother riding, truer steering, safer stopping. 


@ The Rhythmic Ride—the only long leaf 
springs with nothing to dobutcushion your ride. 


@ The Electric Hand, optional at small extra 
cost, for finger tip shifting of gears without 
taking your hands from the steering wheel. 
Front floor space clear of all levers. 


@ Extra deep “V-type” windshield—for added 
beauty and wider vision. 


oc THIS 


In every other leading low priced 
car this is what you have: 


@ 2 to 6 inches Jess wheelbase. 
@ 5 to 12% inches /ess over-all length. 


@ 3 to 18 less horsepower than Terraplane’s 
88—and not nearly as smooth. 


@ Body only partly of steel—or steel body 
with “soft top.” 


@ Less inside room—less shoulder and leg 
room—narrower rear seats. 


@ 1935 styling, changed only in details. Far 
more likely to be out of date by 1937. 


@ No rear opening baggage and tire com- 
partment, except in cars where trunk models 
are available—at considerable extra cost. Spare 
tire mounted outside on all other models. 


@ Single main braking system—either hydrau- 
lic or mechanical— without complete reserve 
braking system and without Terraplane’s type 
of easy acting parking brakes. 


@ Older type front end designs—either with 
or without solid axle—none of which com- 
bines gentle spring action with rigid axle 
construction. 

@ Coil springs—or leaf springs, stiffened to 
carry steering and braking loads. 

@ Nothing like the Electric Hand is available 
on any other low priced car—and all have 
floors in front cluttered up with gear and 
brake levers. 

@ Nothing like Terraplane’s deep “V-type” 
windshield in any other low priced car. 


Every motor car dealer who wants to do busi- 
ness with 1936 car buyers in the low price field 
has just two choices. A Terraplane. Or a car 
without the features that the Terraplane gives. 
That’s why thousands of car buyers are chang- 
ing this year to Terraplane .. . stepping UP in 
everything but cost. That’s why over 584 suc- 
cessful motor car: dealers have switched to 
Hudson and Terraplane in the brief time 
since announcement. 

But the list of Terraplane advantages doesn’t 
stop with this comparison. There’s a perfectly 


level rear floor with no “hump” down the 
middle. Tru-Line Steering. Automatic Draft 
Eliminator. And dozens of others! There’s 
greater ruggedness, proved by owner mileages 
of 125,000, 150,000 and more. Greater econ- 
omy, too, certified by thousands of sworn 
owner statements. 

And all at a price, which, you as a dealer 
know, is down with the lowest on the models 
your prospects generally ask for. In addition 
to this basic price position, Hudson-built cars 


round out your sales opportunities by giving 
you full market coverage. There’s Terraplane 
based at $595; the Hudson Six at $710; the 
great Hudson Eight at $760, and a line of 
commercial cars which fills most demands. 


Get in touch with the nearest Hudson- 
Terraplane distributor and learn at first hand 
all the facts about Terraplane and the better 
business opportunity it offers you. Or write 
the factory, and we'll see that you obtain full 
information right away. 


HUDSON MOTOR CAR COMPANY 
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Cross Servicing Extensive, ADN —s Shows 


Ford Dealers Maintain 


13 Different Makes of Cars 


By 
DETROIT.—-Car 
service, 


owners, 


are inclined to take their 


E. M. LUBECK 


they are in need of 
vehicles to the most 


when 


convenient and reliable service station regardless of 
whether or not it is operated by a dealer for the particu- 


lar make of car they happen to drive. 


Thus in almost 


every case there is a great deal of cross-servicing with 
many a dealer doing considerable business on cars other 


than the one he retails. 


In order to learn the extent iQ 


the movement on the part of deal- 
ers to extend their service work 
to other makes | + 
of cars than the | 
ones they repre- | 
sent, Automotive 
Daily News has} 
just concluded a} 
survey based on 
reports of a} 
group of dealers 


NEIGHBORHOOD 
SALES AND 
SERVICE PLAN 


widely scattered | 
throughout the} 


country. In the 

questionnaire 

the dealers were 

asked to report 
on the number of other makes 
they serviced and just what cars 
led from the standpoint of num- 
bers. The summary of the reports 
indicates that dealers are un- 
doubtedly recognizing the value 
of service as a profit maker for | 
their business and that certain 
dealers appear to be giving more 
service on certain cars than the} 
dealer who sold the cars originally. 


Service 13 Makes 
Seventeen per cent of the deal- 
ers replying to the questionnaire 
handle Ford cars and a compila- 


|} commodity and 
| product which can be sold on the 





tion of the figures shows that 
these dealers service 13 makes of 
ears. Several of these dealers} 
operate neighborhood sales and 
service’ stations and are equipped 
to handle almost any make of 
car. The percentage of other 
makes averages about 20 per cent 
of their total volume of business. | 
Of the other makes the greatest | 
volume of business is done on 
Plymouths, Chevrolet second,| 
Pontiac, Chrysler and Dodge} 
third, and Buick, Hudson, Olds- 
mobile and Studebaker are fourth 
in point of volume. 

Chevrolet dealers replying to the 
extent of 18 per cent of the deal- | 
ers questioned, reported that they 
service 18 other makes of cars 
with service on Ford cars ranking 
first in volume, Plymouth second, 
Pontiac, Oldsmobile third, and| 
Dodge fourth in volume. 

Classing the Dodge, Chrysler, | 
De Soto and Plymouth as a group | 
because of the tie-up with Plym- 
outh in almost every case and 
representing 22 per cent of the 
replies received, these dealers re- 
port that they are doing service 
work on 21 different cars and the 
figures show that this group is 
servicing Chevrolets first in point 
of volume, Fords second, Pontiac 
third, and Oldsmobile and Stude- 
baker fourth besides their own 
lines. 





Big Three Lead 

The interesting feature of the 
analysis is that of the big three— 
Ford, Chevrolet and Plymouth— 
each in the various territories 
represented is doing a fair volume 
of business on the other two low 
priced cars as the service work in 
every case places either Ford, 
Chevrolet and Plymouth first or 
second in point of volume, Next 
the report shows that dealers are 
actually merchandizing their serv- 
ice departments and for some rea- 
son or other appear to be getting 
better work than the original 
dealers. The report bears out the 
statement of R. H. Grant of Gen- 
eral Motors, that few dealers are 
actually servicing more than 20 
per cent of the cars they have} 
sold, or sell in any year. On this 
basis it is easy for any dealer to 
apply this 20 per cent against the 
cars he has sold and quickly find 
out his volume and then take 





| years. 


| safety 


| steps to get the business back into 


his shop. If he can make a dent 
in the 80 per cent that left him 
after buying the car, he has an 
opportunity to create for himself 
a new set of figures representing 
profits from service. 


Ralph C. Rognon, long identi- 


| fied with the service end of the 


industry and now chairman of the 
committee on plans for the Na- 
tional Motor Vehicle Maintenance 
Assn., in a recently published re- 
port says, “Upkeep of motor ve- 
hicles is a natural merchandizing 
a neighborhood 
basis of quality, convenience and 
price.” 
Major Repairs Drop 

He further sets forth the fact 
that todays’ cars, except in cases 
of accident, do not reflect the 
service opportunities of 10 years 
ago and that the buyer of a car 
during the past few years has 


| purchased a car so good from the 
| standpoint of efficiency that his 
| sole job today in operating the car, 


is merely to put in gas and oil 
with the result that the average 
shop or garage or dealers’ service 


| station today is developing into a 
|maintenance department. 


Major 


|repairs have declined since 1933 
| owing to better construction and 


workmanship with the result that 
todays’ cars are more efficient in 
every way now represent a field 


| for the dealer to keep these cars 


up to a point where when the 
owners after having driven the 
car for a few years which has 
been kept up will turn in as a bet- 
ter used car than those of former 
He states that the most 
important necessity from the car 


|owner‘s standpoint is convenient 


neighborhood up-keep station be- 
cause of the fact that today’s cars 
require more scientific lubrication, 
tightening and _ general 
chassis work together with motor 
tuning now and then to keep the 
car at its best and most eco- 


|nomical operating condition. 


In comparing automobile row 
with the neighborhood stations, 
Rognon hits the nail on the head 
by stating first that all dealers are 
in the service business on all 
makes of cars, in their used car 
departments. That the new type 
of automotive merchandizing along 
the lines of the old formula of one 
sales room, one stock room and 
one shop for one make of vehicle 
will not make much for the dealer 
and that his salvation is getting 
away from automobile row 


tions where the majority of the 
mileage driven by 
centers around the home of the 
owners of the cars. 


Contacts Valuable 


He points out the value of cus- | 
tomer contacts brought about by | 
the owner. coming in for service | 


are more profitable because of the 


elimination of the cold house to | 
house canvassing for service and | 


that the time to sell an owner a 
new car or service, is when he is 
at the station in his old car and 
is purchasing his needed service 
requirements. 
natural human approach versus 
peddling.” 

Again he points out that the 


neighborhood dealer who operates 


a neighborhood station fully 
equipped to give the kind of serv- 
ice the sign on the building ad- 


vertises, can enjoy the harmonious ! 








into | 
the convenient neighborhood sta- | 


the owners | 


Rognon calls it, “A | 


cee as 


MODERN SERVICE STATIONS include a light tester which 
accurately measures the volume of light and indicates when there is 


leakage or poor reflectors. 


This photo was taken in one of the 


General Motors Parade of Progress trucks now touring the country. 


contact of the lawyer, the doctor, 
the butcher, the baker and the 
candlestick maker and through 
these contacts make himself the 
outstanding business man of the 
neighborhood. 

Rognon looks upon his neigh- 
borhood service station as a point 
where customer confidence can be 
developed to a greater degree 
than in any other way and that 
up-keep on automobiles is an 
after-industry all by itself and the 
dealers opportunity to profit is 
based entirely upon location, 
equipment for service and his own 
initial mental attitude to the ex- 
tent that he is service minded. 


Cuban Tire Imports 


Decline 13% in 1935 
WASHINGTON.—Cuban imports 
of pneumatic automobile tires in 
1935, totaling 72,987 units, regis- 
tered a decline of 13 per cent 
compared with the preceding year, 
a report to the Commerce Depart- 
ment from its Habana office 
shows. 

Arrivals during the month of 
December amounted to 4,643 units, 
against 5,025 units in November. 
Ninety-five per cent of the De- 
cember imports represented Amer- 
ican makes, according to the 
report. 


Zimmerman Named 


PHILADELPHIA. — At the an- 
nual meeting of the stockholders of 
the Automobile Banking Corp. of 
this city, F. M. Zimmerman, a 
vice-president of the corporation, 
was elected to the board of di- 
rectors. Former directors were re- 
elected. 


MODERNISTICALLY 


Studebaker Up 


In Jan. Sales, 
Says Hoffman 


SOUTH BEND, 
baker’s sales in January were 
one-third greater than in the 
same month last year, according 
to Paul G. Hoffman, president. 

“We sold 6,020 passenger cars 
and trucks in January,” said 
Hoffman, “compared with 4,507 in 
1935; 
4,681 


Ind Stude- 


more Studebakers at retail dur- 


ing the past month than during | 


any one of the 28 Januaries dur- 
ing which he has held our fran- 


chise. Business is well distributed | 
between the Dictator and Presi- | 


dent line.” 


Gambill Distributor 


For ABC Equipment 


CHICAGO. — Gambill Co., 
headed by Charles 
prominent figure in the automo- 


bile trade, has just added the line | 


of ABC electric washers and 
ironers as distributors in the met- 
ropolitan Chicago area. Head- 
quarters are at 2451-53 S. Michi- 
gan Ave., in the four-story build- 
ing Gambill opened when he took 
on the Kelvinator products. 


Gambill is a director of the Na- 
tional Automobile Dealers Assn. 
and the Chicago Automobile 
Trade Assn., in both of which or- 
ganizations he is a former presi- 
dent. 


STYLED, these two new Studebaker buses 


made their debut last week. Special features have been incorporated 
in the chassis to make them specially suitable for bus use. 


|} ally that 





2,538 in 1934; 4,330 in 1933; | 
in 1932; and 4,348 in 1931. | 
One of our best distributors sold | 


Inc., | 
E. Gambill, | 








"|Polaroid Glass 
Said to Abolis 
Headlamp Glare 


NEW YORK 
polarizing glass 
solve many 


Polaroid, 
that 
problems and especi- 
of glaring headlights, 
was recently introduced to the 


a light- 


is said to 


| public here. 


Demonstrated here by the in- 
ventor, Edwin H. Land, Boston 
scientist, before a group of scien- 
tists and newspaper men. Polaroid 
is said to have shown the ability 
to remove glare from automobile 
headlights—make life-like three- 
dimensional movies available for 
commercial projection, provide 
engineers with a powerful means 
of spotting defects in the design 
of new bridges, aircraft, and other 
structures long before they 
built--and give science a new tool 
for prying out secrets in many 
branches of knowledge. 


Plant Is Ready 

Large quantities of Polaroid 
were used in the demonstration 
and it was stated that manufac- 
turing facilities have been com- 
pleted in anticipation of a heavy 
demand for commercial use. 

Polaroid looks like clear, color- 
less glass. Light that has passed 
through Polaroid looks like ordi 
nary light. The light rays, spon- 
sors say, are combed out or polar 
ized so that all the vibrations of 
the rays occur in one plane, so 
that light can now be controlled 
on &@ scale never known before. 


are 


ALMOST MAGIC are these two 
sheets of polarized glass. One over 
the other, they are perfectly clear. 
By turning one of the plates look 
what happens. It is believed that 
this glass will have many uses on 
automobiles to reduce headlight 
glare. 


Glareless headlights, it is 
claimed were shown in actual 
operation at the demonstration. 
Traffic safety experts may look 
for major reduction in the toll 
of 20,000 fatalities traced to head- 


| light glare as a result of the new 


glass. 
Cuts Out Glare 
A pair of blinding headlights 


| was set up at each end of the 


demonstration room. When these 
were viewed through a Polaroid 
windshield, these brilliant lights 
seemed almost out, although ob- 
jects between the two sets of 


| lights were brilliantly illuminated 
| It was explained that a sheet of 
| Polaroid had been placed behind 


each headlight lens so that the 
rays all vibrated in the same 
plane, making it possible for the 


| Polaroid windshield to block the 
| glare completely. 


It was stated 


that on actual road tests it is 


| found that the whole of the ap- 


proaching car can be seen—li- 
cense plate, radiator and even 


| the exhaust fumes from the rear; 


pedestrians are seen as well as 
if no car were approaching; and 


| because there is no shocking glare 


in the driver's eyes, it was said 
that there is a sense of day-time 
security and comfort. 
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Unparalleled Public Acceptance 
Gives Chevrolet Dealers 
THE BIGGEST 3-MONTH NEW AND USED CAR SALES 


RECORD THEY HAVE ATTAINED IN ANY COMPARABLE 
PERIOD iN ALL CHEVROLET HISTORY 


eset aReRs: AERC RES 


‘NEW 
CAR 


y cw CAR (USED CAR 


120,987 joy 247,003 5 
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oe before have Chevrolet dealers gotten C | AY ey 0 i a Nt] yy a3 8] cS January have been more than double those for the 
away to such a flying start in new and used car same months a year ago. Used car sales, too, have 


sales as during the three-month period which has and almost doubled. 
Impressive records! And with America’s millions 


followed the introduction of Chevrolet for 1936— 

the only complete low-priced car! i fH b Ty et 0 5 c is o yy a a 3 M ct | expressing enthusiastic preference for Chevrolet 
passenger cars and trucks, and with the factory 

giving Chevrolet dealers every co-operation, future 


bigger new car sales and bigger used car sales than 

they have enjoyed in any comparable period in all records will make it plainer than ever that when 

Chevrolet history. you have the Chevrolet franchise you have friends. 
New car sales for November, December and A GENERAL MOTORS VALUE CHEVROLET MOTOR COMPANY, DETROIT, MICH. 


Unparalleled public acceptance has given them 





Control Sheet, 


Appraisals 


LINCOLN, Neb.—A good used 
car control sheet, lived up to, and 
careful appraisal by salesmen, 
are most important in keeping 
used car stocks in line and elimi- 
nating losses on used cars, ac- 
cording to Ed O’Shea, O’Shea- 
Rogers Co., Ford dealers, who 
averaged around 150 used car 
sales per month last year, for a 
five-year record in Nebraska’s 
capital city. 

The prime factory in apprais- 
ing trade-ins is taking in con- 
sideration the cost of recondition- 
ing, O’Shea stated. His company 
has two appraisers, one on used 
cars and one with the new car 
department, who have had long 
experience and who are entrusted 
solely with this business. This 
company grounds its sales sched- 
ule on a proposition of selling 
three used cars for every new 
car. 

Consider Conditions 

In appraising trade-ins, the 
O’Shea-Rogers men figure first 
of ail on getting the car in pre- 
sentable condition. Motor work 
comes last. Washing, repainting, 
repairing upholstery, dressing 
tops, taking dents out of fenders 
and lining up running boards are 
the first things to be considered 
.in making a trade-in presentable. 

“The first secret in keeping the 
used car stock from _ overbal- 
ancing the businéss and seeping 
away the new-car profits is to es- 
tablish your used-car business on 
a@ par with the new,” O’Shea said. 
“This means primarily that pur- 
chasers of used cars must be 
treated with the same courtesy 
as new car purchasers, and, sec- 
ondly, that the environment be 
made as pleasant for them as for 
those who want new cars.” 

The company has a well-lighted 
and clean used car department, 
with salesmen who cater as much 
to their wishes as the new car 
salesmen do to their patrons. In 
addition, the company maintains 
a used car lot on the main street 
of Nebraska’s capital city in the 
downtown section, 
priate flood lights, office space 
and other appurtenances. 

Ten Salesmen 

Used car salesmen are given 

from one to two floor days a 


week, while the remaining days | 


of the week they are doing out- 
side contact work. There are 10 
used car salesmen, and they do 
no new car sales work except on 
agreement with the new car sales- 
men. 

A 30-day labor guarantee is one 


AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 8, 1936 


Keeps Used Car Business on Par With New 


Careful 


are Im portant 


of the chief sales arguments in 
the selling of O’Shea-Rogers used 
cars. This applies, however, to 
cars selling for $150 and over. In 
order to pep up sales, bonuses 
are offered to used car salesmen 
on cars that have been on the 
floor 90 days or over. Prizes are 
offered from time to time on the 
largest number and the largest 
volume of cash on used cars sold. 
Hold Contests 

Contests are held regularly, 
with a blackboard in plain view, 
holding the respective scores. 
For example, during the football 
season tickets are given for the 
salesmen scoring the _ greatest 
number of points on the follow- 





with appro-| 


ing basis: One point for junkers; 
two points for Fords and Chevro- 
lets; three points for cars which 
require no paint job, and 10 
points for the higher priced jobs. 

As a rule, about 25 cars are 
kept on a $3 bonus list. These 
are cars that the company wants 
especially to move because they 
have been too long in stock. 

The O’Shea-Rogers Co. uses 
newspaper advertising on @ year- 
ly contract, and also uses the 
suburban weeklies. Radio adver- 
tising is utilized 15 minutes a 
day on a special program in 
which radio special used car sales 
are announced for the day. Less 
than 2 per cent of the cars over 
a six months’ period, have not 
sold on the day advertised, ac- 
cording to O’Shea. The general 
result has been 75 per cent effi- 
ciency on these radio sales. 

Check Slow Movers 

If a used car doesn’t move, the 
used car manager checks it over 
and puts it in a more attractive 
condition. “Used cars must be 
made desirable to some class of 
trade if they are to be sold,” 
O’Shea says. Sixty days is long 
enough, he thinks, for a used car 
to be on the sales floor, and if.a 
ear is on the floor more than 90 
days, it is repriced. 

Direct mail is used from time 
to time on used car sales cam- 
paigns, but it is usually tied in 
with new car and service adver- 
tising. 

Thirty to 50 cars are kept in 
the open used car lot, which has 
the highest rental of any used car 
lot, in the city, due to its down- 
town location. O’Shea finds, how- 
ever, that higher prices are com- 
manded by this location. 

The O’Shea-Rogers used car de- 
partment was built only a few 
years ago and adjoins the main 
building. It is modernistic in de- 





Used Car Buyers Become 


Prospects 


LAKE GENEVA, Wis. — J. 
Brellenthin, owner of the Lake 
Geneva Chevrolet Sales & Serv- 
ice, believes that one way to sell 
winter accessories such as car 
heaters, anti-freeze and the like 
is to contact persons who during 
the past spring and summer sea- 
son have purchased used cars. 

He has gathered a list of such 
used car owners, many of them 
who bought cars from his firm, 
and he contacts them on winter 
accessories, primarily trying to 
sell them car heaters, and later 
following up with sales of other 
items. This plan of merchandis- 
ing has worked out quite well, for 
Brellenthin has been able to com- 
pile a list of about 300 used car 
owners in his area. 

Part of his merchandising 
campaign consists of a personal 
letter to such prospects, calling 
attention to winter accessories. 
Wherever possible, when time can 
be obtained, a salesman of the 
firm follows up on these letters 
and tries to make sales In a 
number of instances used ear 
buyers of the past vear have been 
sold a car heater and an automo- 


for Accessory 


bile radio. This shows that used car 


purchasers, after they have re- 
covered financially from buying 
a car for cash, are again in the 
market for accessories and the 
like. 

Brellenthin also uses window 
displays of accessories, which 
help him to achieve many sales. 

“On some of our direct mail 
advertising on accessories we have 
had 65 per cent results,” Brellen- 
thin stated. “This is because we 
have picked our list from the 
used car buyers of the previous 
season. High results are usually 
obtained in advertising winter 
accessories, for this is the fime 
that prospects are willing to 
spend money to put their cars in 
better running condition, and to 
give the owners more comfort 
while riding.” 

Brellenthin believes that hard 
work added to intelligent mer- 
chandising will help a dealer to 
make money even during depres- 
sion years. For example, he 
|started in business in 1929 when 
his quota was 30 cars. 
through every yer of the depres- 


: Sion he has exceeded his quota. 


Richt | 


ATTRACTIVE used car show- 
room of O’Shea-Rogers Co., Lin- 
coln, Neb. O’Shea believes in 
putting his used car department 
on a par with his new car sec- 
tion. Careful appraisals and 
thorough control sheets help, he 
says. 


sign and offers every convenience 
of the new car sales department. 
About 150 cars are kept in stock 
on a monthly average throughout 
the year. 

The used car control sheet gives 
a finger-tip information on used 
car stocks, profits and move- 
ments. The sheet, reading from 
left to right, designates the date 
on which the used car was re- 
ceived, stock number, make, mo- 
tor number, when appraised and 
when delivered, model, series, 
selling price, the number of days 
in stock, repair order number, 
new selling price, bonus to sales- 
men, date sold and actual price 
received. 

Use Control Sheet 

The control sheet is shaded in 
with red under a “warning” sign 
at the end of the 15th day, and 
thereafter it is printed in red as 
a reminder to the salesman that 
the profitable used car should be 
moved at the end of 30 days. The 
coloring has very beneficial psy- 
chological effect where used car 
salesmen are concerned, O’Shea 
declares, as it tends to put them 
on a time proposition. 

Red ink is used until the car 
has been conditioned for sale, 
and black ink is used thereafter, 
giving the used car salesman an 
additional psychological reminder 
of the importance of moving used 
cars quickly and holding apprais- 
als down to a point where the 
company can at least break even 
on the deal. 

The telephone is used to a large 
extent in selling used cars. Tips 
that are not so hot are followed 
up by this method, and consider- 
able wasted time is eliminated. 


Seattle Used Car Men 
Revive Association 
SEATTLE. The Used Car 
Managers Assn. has been revived 
here, with election of A. R. Mat- 
lock, manager of the used car de- 
partment of Davies & Kurz, Inc., 
as president. Other officers of the 
group follow: W. G, Stoddard, S. 
L. Savidge, Inc., vice-president; 
Guy Brown, Mills Motors, trea- 
surer, and O. J. Anderson, Wm. 
O. McKay Co., secretary. 
Meetings will be held every 
second Tuesday of each month. 
Membership includes practically 
100 per cent representation of 
new car dealership department 
heads of used cars. 


Dealers Organize 
HIGH POINT, N. C.—The High 
Point Automobile Dealers’ Assn. has 


just been organized here “in an 
effort to exchange credit experience 
and improve conditions in the used 
car market. Officers: Jack Burris, 
president; G. W. Lyles, vice-presi- 
dent, and H. G. Ilderton, secretary 
and treasurer. 


Would Protect Buyers 

FRANKFORT, Ky.—Representa- 
tive Charles Wylie, of Jessamine 
county, has introduced a bill (H.B. 
374) to make it unlawful to fraudu- 
lently set back or disconnect speedo- 
meters on motor vehicles for the 
purpose of sale. 


Chek-Chart Introduces 
Lubrication Wall Chart 


CHICAGO. — Doubly important 
this year are the seasonal recom- 
mendations for motor oil and lub- 
ricants for transmissions and dif- 
ferentials. With the season for 
new models advanced by two 
months, the peak of 1936 model 
production is being reached be- 
fore mid-winter. Consequently, 
new cars this year must be 
“broken in” in cold weather in 


the northern part of the country, | 
whereas in previous years volume | 
production did not really get un-| 


der way until early spring, and 


Louisville Leaders Plan 


To Cut Traffic Accidents 


LOUISVILLE, Ky. — Officers 
were elected, plans for a “No 
Fatality Month” campaign during 
February discussed and introduc- 
tion of a new drivers’ license law 
in the General Assembly weighed 
by directors of the Louisville 
Safety Council at their recent 
meeting. 

Walter W. Wilhoit was elected 
president, succeeding E. J. O’- 
Brien jr. Other officers elected 
were Harry M. Reed jr., vice- 
president in charge of the indus- 
trial division; Tom Wallace, edi- 
tor of the Louisville Times, vice- 
president in charge of public 
safety; Nathan P. Bloom, vice- 
president for membership and 
finance; W. F. Gardner, secretary, 
and Merle Robertson, treasurer. 


Frank W. Rodenheber, man- 
ager, announced that a campaign 
for fewer accidents during Feb- 
ruary would be sponsored by the 
council with co-operation of civic 
agencies and _. police. Safety 
slogan stickers will be pasted on 
automobiles by police, he said. 


Presentation to the General 
Assembly of a_ revised State 
drivers’ license law was discussed 
by the board. A resolution hold- 
ing the present law inadequate 
and failing to accomplish pur- 
poses for which it was passed 
was approved by the board. The 
directors also went on record as 
favoring the creation of a State 
Commissioner of Motor Vehicles 
to administer the proposed act, 
ar adequate charge for licenses 


| to provide for enforcement and 


renewal of licenses by drivers 
every three years. 








mild weather break-in was a com- 
paratively simple matter. 


Car manufacturers have also 
greatly improved various mech- 
anisms with the requirements 
generally for lighter lubricants, 
both winter and summer. The spe- 
cific requirements of such con- 
structions as transmission over- 
drives, hyphoid and worm gears, 
and so on, are highly important. 


Chek-chart is in the field with 
a complete wall chart showing 
specific recommendations and 
capacities for not only all 1936 
models, but for those for the past 
five years as well. 


Owing to the great diversity of 
motor oil recommendations as 
between car manufacturers, par- 
ticularly in the matter of temper- 
ature ranges, Check-Chart has 
this year added the individual 
car manufacturers’ temperature 
ranges in the form of thermome- 
ter bulbs across the bottom of the 
chart. These are in addition to 
the regular four temperature 
range recommendations in the 
body of the chart. Another im- 
portant new feature is the loca- 
tion of the oil filler pipe for the 
convenience of the user. Gear 
lubricant recommendations are 
given in two temperature ranges 
and the chart includes cooling 
system capacities and gas tank 
capacities. As in former years, 
the chart is printed in two col- 
ors on durable stock, and tinned 
at top and bottom. 


In addition to the regular wall 
chart, the Chek-Chart Corp. of 
Chicago has this year developed 
a new service of a pocket size 
booklet containing motor oil and 
gear lubricant recommendations 
for motor trucks and tractors. 
This booklet gives complete cov- 
erage of models, together with 
two pages giving general lubrica- 
tion instructions for both trucks 
and tractors. 


Ohio Sales Up 


CANTON, O.—More new car bills 
of sale were filed Friday with the 
clerk of courts than on any other 
single day for a number of years, 
it was reported. The bill of sale 
department recorded 75 new cars 
for the day. Total new car bills 
filed during January were 592, an 
increase of 112 over the same month 
in 1935. There were also 1,953 
bills for used cars. 
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To the Employees of 
|| Chrysler Corporation: 


February 3, 1936. 


A fund of $2,300,000 has been set aside out of earnings of Chrysler Corporation for distribution 
to present employees who were on the Corporation’s payrolls during any part of the first quarter of 1935. 


In authorizing the distribution of this fund as an additional recognition of the services of the em- 
ployees, the management wishes to express its appreciation of the co-operative efforts of the employees 
in helping to further the progress of the Corporation in recent years. 


In the distribution of the fund, to be made shortly, recognition will be given to length of service 
of the employees who will share in it. 


Every present employee who was on the payroll during any part of the first quarter of 1935 will 
participate. 


The minimum amount paid to any eligible employee will be $30.00. 


An extra amount, over and above this minimum will be paid for each additional year of service at 
the rate of $2.00 per year up to and including 10 years. 


Checks will be distributed to eligible employees on February 14, 1936. 


In announcing this action I wish, personally, to thank the employees of Chrysler Corporation for 
the job they are doing. It makes me very happy that the Corporation is in a position to pay the em- 
ployees that extra amount over and above the wages they have earned. 


During the year 1935, Chrysler Corporation produced and shipped some 840,000 cars and trucks 
This was the greatest output in the history of the business. To me it indicates two things of impor- 
tance to all of us: First, that the public has an increasingly high regard for the Corporation’s prod- 
ucts; and second, that the way to safeguard the prestige of these products—which is our job—is to put 
into them the most careful and conscientious work of which we are capable. 


As the employees know, the wage rates we have paid are even higher than the 1929 level. We 
are endeavoring in every practical way to offset the effects of the seasonal character of this automobile 
business upon the stability of employment. It is our hope that still further improvement can be accom- 
plished, notwithstanding the practical difficulties due to wide fluctuations in the demand for automo- 
biles, not only at different times of the year, but also from one year to another. 


Our aim is to develop in the plants of Chrysler Corporation a stable organization, well-trained by 
experience and willing to co-operate with the management in our efforts to give the public increasingly 
better values in our products. 

Special arrangements for distributions will also be made in the plants of Chrysler Corporation of 
Canada Limited; Chrysler Motors Limited of London, England; Societe Anonyme Chrysler, Ant- 
werp, Belgium, and in the United States, at Los Angeles, Calif.; Newcastle, Ind.; and Helena, Ark. 


CHRYSLER CORPORATION 
K. T. KELLER, President 
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Dealer, Finance Firm 


Work Interdependently 


Written especially for Automo- | 


tive Daily News by Frederic M. 
Zimmerman, vice-president, Auto- 
mobile Banking Corp., 
phia, Pa. 


PHILADELPHIA. The 
mobile industry has reached 
present magnitude and size largely 
because of the facilities which 
have been available to finance the 
distribution and sale of its pro- 
ducts. The fact cannot be denied 
that if it were not for the sales 
finance companies, mass produc- 
tion of passenger and commer- 
cial cars during the past 20 years 
would not have been possible. It 


auto- 


ir. M. Zimmerman 
may be assumed without much 
doubt that the future progress of 
the industry will depend upon the 
continued support and co-opera- 
tion What is known as the 
standard finance companies. 
While it has been remarked 
often that the automobile busi: 
ness is still in its infancy, growth 
and development have been in 
healthy and steady stages. The 
mammoth structure has not been 


or 


Philadel- | 


its | 


built over night. The same prin- 
ciple applies to the financing end 
of the _ industry. The strong, 
| reputable and well managed sales 
| finance companies of today were 
|organized and grew consistently 
over a score of years. 

It is conceded that without the 
assistance of the sales finance 
company the automobile dealer 
could not endure, and by the same 
| token there would be no space in 
| the picture for the sales finance 
company unless the support of the 
dealer was evident. Finance com- 
pany and dealer are inter-depen- 


| dent. The former offers a special- 


|ized service based on years of 


|rare and valuable experience and 


the latter has learned to depend 
on this type of financial assistance 
| as it is molded to provide for his 
requirements as well as those of 
his customers. 


Proved Salvation 


| Of outstanding importance to 
the dealer, in addition to discount- 
jing new car instalments paper, 
the sales finance company handles 
his used car paper and extends 
floor plan accommodation, two very 
essential requisites in the conduct 
|of an automobile business. Aside 
| from these facilities, there is the 
finance reserve feature to keep 
| foremost in mind, that which has 
proved to be the dealers’ salvation 
| during recent years. There are 
other ways also in which the 
average dealer has been accom- 
modated by his finance company. 

From the consumer’s angle, his 
introduction by the dealer to a 
reputable sales finance company 
is rewarded in immeasurable de- 
gree. Today the consumer is able 
to reap the benefit of finance costs 
which are at the lowest point in 
the history of the business. High 
grade imsurance coverage is 
arranged for his protection. He 
is dealt with considerately and 
his individual problems are taken 
into account when during the 
term of his relationship with the 
finance company requests for 
leniency and special concessions 
are advanced by him. 

Numerous details are involved 





In Fourteen years — 


USED IN OVER 16 MILLION CARS 


AND TRUCKS! 


@ More than 64 million New Departure Front Wheel Ball Bearings 


—time tested, service proved. 


Rigid wheel mounting but never 


retarding freedom of rotation. Adjustments for wear not required. 


Designed for position sealing and to hold lubricant in each bearing. | 


No pressure built up to cause grease leakage into brakes — no dirt 
or water can get into hub. Made of finest high carbon chrome steel. 
@ The New Departure Manufacturing Company, Detroit Office, 
3044 West Grand Boulevard, Detroit, Michigan. 


NEW DEPARTURE 


BALL BEARINGS 


Baad 


TELLING HIM what it’s all about. Nicholas Dreystadt, Cadillac 
general manager, left, and Don E. Ahrens, center, general sales man- 
ager, tell Walter Huston, who stars on the stage as an automobile 


magnate in “Dodsworth,” what this 


business really is. The two Cadillac 


men met Huston on a recent tour of the west, where Cadillac 


showed big sales gains, 


in the handling of a time payment 
transaction. The various opera- 
tions entailed in the investigation 
of a credit risk, placing the tran- 
saction on the books, and in the 
collection of the monthly instal- 
ments, are intricate and costly. 
Payment of mere interest at 
legal rates would not cover the 
overhead. Rates also have to be 
adequate enough to buy good in- 
surance and the finance company 
is in the position to demand the 
best in behalf of consumers. Fin- 
ance companies can also insist, as 
they do, upon the fair adjustment 
of insurance claims as there are 
manifold interests at stake. 


Many Problems 


There is no end to the problems 
which the finance companies are 
compelled to contend with from 
day to day. In most cases these 
problems are studied and solved 
mainly iff “the interests of 
the dealer and consumer. 
Legal complications arise un- 
expectedly, unusual insurance 
claims are filed, financial reverses 
or illness make appearance. The 
specialized service and rare ex- 
perience of the sales finance com- 
panies find a way to adjust things 
to the satisfaction of all con- 
cerned. 

The abundance of funds at the 
present time is prompting a large 
number of commercial banks to 
enter the character loan field on 
the theory that attractive profits 
may be derived. The urge is 
sweeping the country and empha- 
sis is being placed through ex- 
tensive advertising on a bank’s 
readiness to lend money for the 
purpose of financing the purchase 
of automobiles. This appeal is 
directed to the individual or con- 
sumer who is at liberty to arrange 
insurance coverage through the | 
bank or his own broker. Financing | 
in this form is handled independent 
of the dealer who plays no part in 
the transaction except to deliver 
a motor vehicle upon payment of | 
the price of it. 

There are two: factors to con- 
sider in the so-called character | 
|loan plan sponsored by commer- 
| cial banks. First, the position and 
|}interest of the dealer and secondly, 
interest of the | 





the position and 
commercial bank. 


Has Been Good Angel 
During the past several years | 
}it has been impossible for the 
majority of dealers to borrow 
money from banks or discount 
notes receivable with them. The 
sales finance company has been 
lthe good angel. Knowing the} 
|dealer’s situation and problems, 
reserves have been set aside by 
|the finance companies to protect | 
|the dealer against collection and 
repossession losses in connection | 
with instalment paper. Surely it 
jis needless to point out at this| 
| time what these finance reserves, 
j}reasonable and otherwise, have 
| meant to the average dealer, dur- 
|ing a period when it has been so 
‘difficult for him to yield profit 








in the handling of his merchan- 
dise. Statistics in this respect are 
self-explanatory. Beyond this fact 
is the problem of floor-planning 
cars. Today the dealer is in 
need of wholesale accommodation 
to a greater extent than ever be- 
fore and is dependent solely on 
the finance companies which have 
rendered financial assistance to 
the tune of billions of dollars. One 
can readily appreciate, therefore, 
the value of the finance com- 
panies to the dealer body. The dis- 
counting of used car paper is 
another feature not to be over- 
looked. This class of paper has 
produced the outstanding grief 
and the experienced handling on 
the part of finance companies has 
lightened the burden and eased 
the situation immensely. Diver- 
sion of retail instalment paper 
elsewhere, either with or without 
the sanction of the dealer body, 
will naturally compel finance com- 
panies to withdraw the useful 
and invaluable facilities which 
have been held at the disposal of 
the automobile industry for so 
many years. 
Expenses High 


To attempt to lend funds direct 
to automobile purchasers 


in most cases prove to be a 
source of disappointment to the 


under | 


the guise of character loans will | 
'look to the banks for funds to be 





| used 


commercial bank. Automobile in- | 


stalments paper involves 
intricate problems and it would 
not take long for a bank to realize 
full well that it is not all what 
the directors believed it to be, and 
that the disadvantages out- 
weighed the advantages of such 
departure from regular banking 
practice. The expenses of hand- 
ling automobile instalment paper 
are plentiful and what appeared 
to be profitable business in the 
beginning would be revealed to 
the banker in due time as not 


many | 


Automobile Financing is Specialized Business 


finance company is ably managed, 
employs efficient methods and is 
operated by executives of ex- 
perience, that reasonable profits 
result. The commercial banker 
should know that the handling of 
automobile instalment paper is a 
highly specialized business. 


The sale of repossessed cars is 
controlled and regulated today by 
finance companies so that there is 
but slight effect on the used car 
market. Just imagine for one 
moment the disastrous. conse- 
quences if thousands of commer- 
cial banks throughout the country 
were to attempt to unload the 
cars which they are bound to re- 
possess in financing direct with 
the consumer. Such duties are 
foreign to the banker. The re- 
possession of a car from a deposi- 
tor—and most of the borrowers 
would be depositors—is apt to be 
most harmful to the bank. Then 
there are skip cases to contend 
with. The best of credit risks go 
bad, automobile or no automobile. 
Aside from these facts, the count- 
less problems which have con- 
fronted and perplexed finance 
companies for many years must 
be considered by the bankers. 


Extend Service 

There is no doubt but that as 
conditions improve and the money 
market tightens, the incentive for 
banks to be attracted to automo- 
bile instalment paper will abate 
gradually. In the meantime the 
automobile dealer must appreciate 
that if he cannot consummate a 
complete relationship with his 
bank so as to permit the borrow- 
ing of funds for the proper con- 
duct of his business, it is to his 
advantage to dissuade customers 
from financing cars through any 
other source than the sales fin- 
ance company which he recom- 
mends and knows as being reput- 
able and able to extend the type 
of service needed by both himself 
and the consumer. 


In the ordinary sense of the 
word, sales finance companies are 
not in direct competition with 
commercial banks as some people 
would lead one to believe. It is 
true that the finance companies 


in the conduct of business 
just as other industries do. Asa 
result of these loans to finance 
companies, the banks yield a re- 
turn on their investment equal to 


|if not greater than investments in 
|other directions. As far as security 
jand safety are concerned, it has 


| dicted 


only being unprofitable but also | 


troublesome. It is because a 


Many Old Timers 
Found on Coast 


SACRAMENTO, Calif. — 
All automobiles that can 
still run are listed for taxa- 
tion under the new Califor- 
nia motor vehicle tax law, 
regardless of what vintage; 
and computation of taxes 
due has brought out the 
fact that more than 10,000 
types and models of motor 
vehicles are now in opera- 
tion on the highways of the 
state. There are many long 
forgotten names on the list: 
American, Anderson, Ajax, 
Barley, Bay State, Dorris, 
Dort, Gray and Haynes are 
just a few of them; and a 
minimum valuation of $20 
has been placed on many of 
these ancient machines, 
ealling for a license fee of 
85 cents for each car. 


been demonstrated that there are 
none better. The creditable record 
established by finance companies 
during the years of depression 
when many master minds pre- 
catastrophe because of 
possible over-extended credit has 
been a most convincing factor as 
to the soundness of instalment 
credit when properly selected and 
ably supervised. 
Must Know Methods 

As there are exceptions to every 

rule, the decision on the part of a 


bank to enter the automobile fi- 
nancing field will in some cases 


|result in satisfactory returns and 


| supervised, however, 


the conviction that the move was 
a good one. The consumer credit 
functions of the bank must be 
by individ- 


uals who know what it is all 


|about. Eyes must be wide open to 
|the fact that the character fea- 
'ture of the loan is but part of the 


transaction, and that there must 


|be a keen knowledge of dealer 





| Sites. 
|of detail involved in the handling 


sales methods, present and future, 
motor vehicle values, trade condi- 
tions, consumer moods and de- 
mands, and countless other requi- 
Because of the vast amount 


of an individual instalment tran- 


|saction and the underlying costs, 
| it would not take long to discover 


that the ability to secure a sub- 


|stantial volume of this type of 


business is absolutely essential in 
order to reap contemplated profits, 





VERYONE who is familiar with the automobile 
business knows that one of the most successful 
dealer groups in the entire industry is the nationwide 
body of Oldsmobile dealers ... It is well known that 
their business has been increasingly good over recent 
years. In 1934, they sold twice as many Oldsmobiles 
as in 1933. In 1935, their sales volume doubled again. 


Every indication is that they are in a more favorable 
profit position than ever for 1936 . . . With Quality 
Products for which there is a constantly growing 
demand, a Franchise notable for its soundness and 
fairness, and aggressive Factory support in all phases 


of their operation, they are building themselves a more 


and more profitable business on a permanent basis, 





Demise May 
But Spring 


LINCOLN, Neb.—Indication are 
fast piling up that automobile 
sales in Nebraska will continue 
the upward trend started in 1934 
and will top 1935’s comfortable 
record by a fair margin in 1936 
despite the adverse ruling of the 
United States supreme court on 
the AAA. The concensus of 
Nebraska dealers is that the 
seasonally off-sales months of 
January and February will suffer 
from the AAA demise but that 
car sales will mount in the spring 
no matter what action Congress 
may take in formulating a farm 
program. All present estimates 
on crop and livestock production, 
farm produce prices and state in- 
come, point to such a probability. 


Roger W. Babson, the noted 
economic expert, in a statement 
prepared for the Omaha World- 
Herald, predicts for Omaha terri- 
tory in 1936 a “10 to 15 per cent 
gain” in general business, and 
advance in construction volume 
ranging up to 50 per cent or more 
above 1935, and further improve- 
ment in farm buying power. Lo- 
cal automobile dealers conserva- 
tively estimate that the increase 
in new car sales will not be less 
than 20 per cent, with the big 
increase coming in the last nine 
months of the year if crop pros- 
pects continue favorable and a 
good crop materializes. 


Recovery Speeded 
Babson says in his analysis: 


“The coming 12 months will bring | 


a higher level of general business 
to Omaha than the year just 
closed. The pace of recovery in | 
your city has been quickening in | 
recent months and 
volume of business transacted in 
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Believe Nebraska Sales Will Hold Up Despite AAA 


be Felt at First 


Will be Good 


ing automotive is reported largely 
as a result of increased farm in- 
come, The 1935 gross income fig- 
ures are approximately $50,000,000 
greater than for 1934. A general 
rise in incomes throughout Ne- 
braska is reflected in the report 
of the federal collector of the 
state. Income taxes collected for 
the quarter ending Dec. 15 totaled 
approximately $750,000 compared 
with $422,066 for the same period 
a year ago—a jump of about 75 
per cent. For the entire year 
there will be a decided increase, 
Federal Collector George O’Mal- 
ley said. 


Bankers Agree 

Despite threatened 
tions as the result of the AAA 
death, bankers agree with Ne- 
braska automobile dealers that 
business will be on the upgrade 
in 1936. All officers of Lincoln’s 
downtown banks who were re- 
elected this week at the annual 
meetings told their stockholders 
that business during 1935 was 
“satisfactory” and the outlook 
for 1936 is “optimistic.” 

George Holmes, president of 
the First National Bank at Lin- 
coln, said: “The outlook is good, 
better than it has been for five 
years.” 

M. Weil, president of the Na- 
tional Bank of Commerce, Lin- 
coln: “The general outlook is 
favorable. Things are in a 
healthier condition. Money mat- 
ters will be easier. For the first 
six months things will be better. 
After that it depends on what 
kind of crops we have.” 

E. N. Van Horne, president of 


the dollar | Continental National Bank, Lin- 


coln: “I think the outlook is very 


Omaha is now around 15 per cent | | good. General business conditions 


above last year. The outlook | 
favors Omaha taking her right- 
ful place in the van of United 
States recovery in 1936.” 

The Nebraska state and fed- 
eral division of agricultural sta- 


are much better.” 


Calls AAA Wrong 
While the general belief is that 


| congress will work out a satis- 


factory program of farm produc- 
tion that will be better for busi- 


tistics of Lincoln says that gross| ness in the long run, there is an 


sales of crops, 
products may approximate $282,- 
000,000 for 1935, including benefit | 
payments already made under the | 


livestock and its | apparent lack of dismay in the 


| Cornhusker state over the over- 
throw of the triple A. S. R. 
McKelvie, former governor of 


AAA contracts, and that marked | Nebraska and publisher of the 
increase in other business includ- | | Nebraska Farmer, says: “The AAA 





Northwest Business Hits 


New Six Year High Record 


MINNEAPOLIS.—“Take a look 
at the record,” is what the north- 
west is saying now and saying it 
with facts and figures. 

Business volume in the north- 
west for December reached the 
highest level since the recovery 
movement began, the Minneapolis 
Federal Reserve Bank reports. 


Preliminary reports for the 
first part of January indicate 
business activity remained about 
at the December level, but look 
at these factors in the significant 
upturn in business. 


Bank check transactions in- 
creased 10 per cent from No- 
vember to December, and in 
the latter month were 15 per 
cent over the December, 1934, 
level. 


Miscellaneous freight car 
loadings rose 8.6 per cent from 
November to December, and 14 
per cent from December, 1934, 
to December, 1935. 


The 1935 Christmas buying 
volume in the larger cities of 
the northwest was the great- 
est since 1930. 

Country checks clearings also 
increased and in December 
were 22 per cent larger than in 
December, 1934. 

Cash income to farmers in 
December from sale of seven 
important products was 43 per 
cent greater than in December, 
1934. 

Value of building permits is- 
sued in December, 1935, was 


four times as large as in De- 
cember, 1934, and building con- 
tracts were twice as large. 

Electric power consumption, 
flour production and shipments, 
linseed product shipments, but- 
ter production, grain market- 
ings, receipts of cattle and 
sheep, and life insurance sales, 
all were larger in December, 

1935, than in the same month 
of the previous year. 

“Retail trade, both in the 
larger cities and in the rural por- 
tions of the ninth federal reserve 
district, was larger in December, 
1935, than in the same month a 
year ago, the bank reported. 
“City department stores reported 
an increase of 5 per cent, and 308 
country stores reported an in- 
crease of 3 per cent. 

“The government estimates 
farmers’ cash income in the four 
complete states within this dis- 
trict was $53,989,000 in November, 
1935, before adding rental and 
benefit payments. On the same 
basis, farmers’ cash income in 
these states in November, 1934, 
was $38,047,000. 

“The price index of northwest- 
ern farm products, computed by 
the University of Minnesota at 
Minneapolis, rose three points 
from November to December. The 
figure for the latter month was 
more than 10 points higher than 
in December, 1934, and was the 
highest December figure since 
1929.” 


7 | 
complica- 


AUTOMATIC CRUISING GEAR has been adopted on the de luxe LaFayette models. 
Above is shown one of the de luxe 


gear has been available only on the Nash “400” and Ambassador. 


models. 


had its good uses as an emergency 
measure, but is was intrinsically 
wrong as a permanent program. 
What we need now is government 
grants to farmers to insure them 
parity as between agricultural and 
non-agricultural commodities. The 
farmer should be reimbursed by 
the government on a percentage 
of his sales for domestic pur- 
poses. I believe this plan would 
automatically control production.” 

Dwight Griswold, mewspaper 
editor, banker and _ republican 
candidate for governor, who has 
supported in the AAA in the 
past: “From the mistakes and 
faults of the AAA, we can learn 
much, and based upon our con- 
stitution a great deal can be 
done ... The emergency is over, 
the crisis is past, and even with- 
out any help whatever from con- 
gress, the farmer will go on as 
he always has, developing the 
best type of civilization and the 
best kind of communities to be 
found in the entire United States.” 

Opinions Differ 

J. W. Paine, editor and publisher 
of the Wilsonville, Neb., Review 
expresses the view of a good many 
Nebraskans in the rural districts 
when he says: “Just why some 
blind democrats think that the 
country would have gone to the 
dogs and on down if Roosevelt 
had not been elected is all political 
bunk to me. We would have been 
out of the depression by now and 
not in the hole to the tune of 40 
billions. They remind us of the 
quack doctor saying ‘they called 
me just in time to save the 
patient.’” 


Economists at the University 
of Nebraska say that the momen- 
tum of business recovery was 
speeded by the breakdown of the 
NRA, and that one should not be 
greatly disturbed over the long- 
term effect of the adverse AAA 
decision on business. That it may 
cause a temporary check to re- 
tail trade, which has expanded in 
greatest proportion in the agri- 
cultural sections of the country, 
seems probable. They think that 
in 1936 prosperity may be shifted 
somewhat from the farming 
states to those chiefly identified 
with industry, but that the retail 
trade in the farming states should 
show some percentage of increase 
over 1935. 


Dealers Confident 

Nebraska and Iowa received 
$154,000,000 from the AAA in the 
last two years, or about $70,000,000 
a year more from the AAA than 
they paid out. About $30,000,000 
due on Nebraska and lowa con- 
tracts have not been paid and the 
psychological effect of this un- 
certainty has cut down car sales 
for the present, but most Nebraska 
dealers are confident these con- 
tracts will yet be paid. 

Iowa received $98,000,000 in AAA 
benefits with $20,000,000 yet to 
come. It received more AAA 
benefits than any other state in 
the union, and the adverse effects 
of the AAA death have been felt 
on car sales much more in that 
state than in Nebraska which 
received $56,000,000 with $10,000,- 
000 yet to come. 


Hitherto the 


Gasoline Consumption Cut 
By Increase in Tax Rates 


NEW YORK.—Loss of gaso- 
line and oil business to other 
states, decreased use of motor 
vehicles, reduced consumption of 
gasoline and oil, and an increase 
in tax evasion have occurred in 
the states that raised gasoline tax 
rates last year. 

The economic effects of the 
higher gas tax rates passed by 
the New York, Pennsylvania and 
Delaware legislatures last year 
have been analyzed by the Amer- 
ican Petroleum Industries Com- 
mittee, and the findings have 
been incorporated in a report en- 
titled, “The Effect of Gasoline 
Tax Increases on Motor Fuel 
Consumption and Revenues.” 

Connecticut also raised its rate 
last year, but was not studied, 
because only the first month’s 
figures were available. The in- 
crease in the tax rate in Ne- 
braska was declared unconstitu- 
‘ional, and so inat state was not 
included in the analysis. 

In all three states a substan- 
tial gain in consumption over the 
previous year had been made 
prior to the tax increase, but 
this gain was reduced in Dela- 
ware and practically eliminated 
in Pennsylvania and New York 
after the higher rate became ef- 
fective. On the other hand, con- 
sumption in the balance of the 
country gained about 8 per cent. 

Due partially to this reduction 
in consumption and partly to a 
greater amount of tax evasion, it 
was found that the gas tax in- 
creases did not produce propor- 
tionate increases in revenue. 

‘hile the tax rate was increased 
33 per cent in each of these states, 
the revenue was increased only 
20 per cent on an average. 

“While the immediate effect of 
a gasoline tax increase is to in- 
crease the revenue from motor 
fuel,” the report declares, “evas- 
ion, bootlegging, increased ad- 
ministrative difficulties and costs 
and the natural restriction of mo- 
tor vehicle use, all combine to 
diminish revenues.” 

The committee estimates that 
gasoline consumption in Penn- 
sylvania has dropped 9.07 per 
cent as a result of its higher tax; 
New York is losing 6.6 per cent, 
and Delaware, 3.2 | per cent. 


It is believed that a part of the 
drop in consumption in New York 
State may be attributed to the 
fact that motorists living near 
the Massachusetts, Connecticut 
and New Jersey borders, where 
the gasoline tax is lower than in 
New York, are purchasing their 
gasoline in these states, Similar- 
ly, Pennsylvania and Delaware 
motorists living near the border 
may be buying some of their 
gasoline in New Jersey. 

“Whether the decreased con- 
sumption of gasoline be due to 
evasion, bootlegging, abnormal 
exemptions and refunds or other 
causes,” the report states, “the 
fact exists that it is a definite 
outgrowth of increased gasoline 
tax rates.” 


Minnesota Hits 
Top Registration 


ST. PAUL, Minn.—Total motor 
vehicle registration in 1935 was 
753,076, the largest in the history 
of the state, Mike Holm, secretary 
of state and motor registrar, has 
announced. The previous high of 
744,271 was in 1930. 

Of the total for last year, there 
were 620,891 passenger automo- 
biles, 105,639 trucks and tractors, 
24,260 trailers, 241 buses operat- 
ing beyond the limits of a single 
municipality or group of con- 
tiguous municipalities, 222 snow- 
mobiles, and 1,823 motorcycles. 

The total net registration tax 
paid amounted to $6,993,684.78. 
This total, of course, does not in- 
clude $785,307.54 which was re- 
funded to the owners on account 
of the tax reduction provided by 
the legislature of 1935. 


Snow Cuts Senne 

RICHMOND, Va. (UTPS). — 
John Q. Rhodes, director of the 
Virginia division of motor vehicles, 
said that snowy weather in January 
probably will reduce very materi- 
ally the State’s revenue from gaso- 
line taxes. 

He said that he has made no esti- 
mate as to the decline in receipts, 
but that in Northern Virginia there 
was a considerable decline in motor 
traffic. 





North Dakota Would Tax 
Cars Bought Out of State 


BISMARCK, N. D.— Enforce- 
ment of an attorney general's rul- 
ing that North Dakota’s 2 per 
cent retail tax must be paid on 
all purchases made outside the 
state today had raised a problem, 
especially as to purchases of au- 
tomobiles. 

W. J. Flannigan, state highway 
commissioner, admitted ultimate 
enforcement of the ruling 
against automobile owners who 


had purchased machines outside 
of the state would be “difficult,” 
but claimed 90 per cent of those 
who purchase automobiles out- 
side the state will “voluntarily” 
pay the tax. 

Flannigan said if it became 
“necessary” he would invoke mis- 
demeanor provisions of the driv- 
ers’ license law against those who 
fail to pay the sales tax on such 
automobile purchases. 
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CONCENTRATES EXCLUSIVELY 
IN THE TRIBUNE TO DO A JOB 
IN THE ENTIRE CHICAGO TER- 
RITORY WITH RESULTS THAT 
EXCEED “FONDEST EXPEC- 
TATIONS” 


ESULTS such as those reported by R. H. Keeling, 

vice-president of the Studebaker Sales Company 

of Chicago, challenge the attention of merchants and 
retailers. 

Studebaker’s problem was one which many other 
advertisers face. 

They wanted results, not just in Chicago, but 
throughout the adjacent territory—‘the greater 
Chicagoland market.”’ 

Only one Chicago newspaper—the Tribune—could 
deliver such results because it alone has the volume 
of responsive readers in Chicago and in the sur- 
rounding area. 


INSTANT RESPONSE FROM DEALERS 
AND NEW CAR BUYERS 


From their knowledge of the Chicago situation 
Studebaker decided to concentrate their entire news- 
paper advertising in the Chicago Tribune. 

Studebaker’s present campaign started January 9. 
By January 24,results had far exceeded Studebaker’s 
expectations. 

“‘We had hoped for a 50% increase,’’ Mr. Keeling 
reports, “‘but we actually doubled and in many cases 
tripled our business in Chicago and other points 
covered by Chicago Tribune circulation.” 

The Chicago Tribune is first in the preference of 
advertisers because it is first among readers. It leads 
all Chicago newspapers in volume of advertising be- 
cause, by printing the news arid features the public 
wants, it has built up the largest audience of readers. 


YOUR FIRST CHOICE TO GET MORE SALES 


Use any yardstick you please—linage, circulation or 
response—and the Tribune will be your first choice 
in your drive to get more business in this market 


<eerous® this year. 


The Chicago Tribune has 67 percent more family 
coverage in Chicago and suburbs than any other 
Chicago daily newspaper. It has more circulation in 
the greater Chicago market than any other news- 
paper. The rate per line per 100,000 is among the 
lowest in the newspaper business. 

Why not get the complete story? Your advertising 
counsel—or a Tribune representative—will bring you 
the facts. Wire, write or phone. 


Chicago Tribune 


VRE WORLD'S GREATEST MWEWSPAPER 
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While an American Automobile Association official looks on, then weighed together with its driver, observer and passen- 
an attendant of the Cilmore Oil Company drains out all gas gers, and placed under A.A.A. supervision for 24 hours prior 
and oil and refills from inspected equipment. The car was to the run. This strict procedure was followed with all entries. 


Bigger, sturdier and yet 
more economical 


CAR 'B 
395 POUNDS LESS THAN 


PONTIAC SX AND USIS MORE GAS 


CAR 'C' 
25 POUNDS LESS THAN 


S'x AND USES MOREGAS 


CAR “'D” 
ee eee | 
PONTIAC SIX AND USES MORE GAS 


Perhaps the most remarkable feature about 

Pontiac’s victory is the fact that the Pontiac 

Six is the heaviest car in its price class— 

ample proof for the most exacting buyer that 

Pontiae’s superior economy is not gained at 

the expense of quality, but comes from fine il : Se 


engineering alone. Fr ; ; > a re . 
‘red Miller, driver of the winning Pontiac, receives the cup that means One of the views along the 352-mile road covered in the 
victory from C. S. Beesemyer, vice-president of the Gilmore Oil Company. car carried an official American Automobile Associatia 
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ges 23.9 Miles per Gallon in 352-Mile 


lite Contest under supervision Amer. Auto. Assn. 





wered in the run. Each 
le Association observer. 
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S MOST members of the automobile industry know, 
A the annual Gilmore-Yosemite Valley Economy 
Run is the year’s big test of economy claims... 
offering manufacturers a chance to check their own 
findings in actual competition . providing the 
public with the official last word on this important 
buying reason ... and giving dealers handling 
winning cars one of the most powerful and effective 
selling points of all. 

Here’s what happened this year: Under the strict 
supervision of the American Automobile Association, 
a Pontiac traveled the 352 miles of hill-and-dale 
roads at an average of 23.9 miles per gallon (no oil 
added), defeating all other entrants in its field, and 
establishing Pontiac as the official eeonomy cham- 


pion of its price class! 


This clean-cut proof of Pontiac’s superior economy 
rounds out a list of selling features without a parallel 
in the industry, and America knows it. As a result, 
the swing to Pontiac is even stronger than before—so 
strong that Pontiac dealers confidently predict that 
1936 will be an even better year than 1935, when 


they doubled sales and profits over the previous year. 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 
DIVISION OF GENERAL MOTORS 


List prices at Pontiac, Michigan, 
begin at $615 for the Six and 
$730 for the Eight (subject to 
change without notice). Safety 
plate glass standard on De Luxe 
Six and Eight. Standard group 
of accessories extra. All Pontiac 
cars can be bought on G.M.A.C’s 
new 6% plan, which greatly re- 
duces the cost of buying on time. 


These Men Have an Interesting Story for ANY Automobile Dealer 
If interested, get in touch with the nearest Pontiac Zone Manager listed below. 


LOCATION ADDRESS ZONE MGR. LOCATION ADDRESS 


Des Moines Bidg., 
6th Ave. & Locust St........L. A. Fleener Oklahoma City, Okla... . 10th & Broadway.............R. W. Losey 
Admiral & MaGee Sts.......C. W. Mellen Philadelphia, Pa... . 
2222 S. Figueroa St...........C. G. Riley Pittsburgh, Pa........ 
. .320 Dermon Bidg. 


Atlanta, Ga............ .494 Spring St. N. W............4. T. Bray Des Moines, lowa 


Boston, Mass.......... . 1050 Park Sq. Bidg., 
St. James Ave. «ee ee cece +O. N. Kane Kansas City, Mo. 


Buffalo, N. Y...........1100 Main Street.............4. A. Grier ; b 
Charlotte, N.C.........800 W. Trade St.............R. H. Fussoi 0% Angeles, Callt 
Chicago, Ill............ . 21st & Calumet ..W. J. Mougey —«-Memohle, Tenn. 

Cincinnati, Ohio. ...... .Broadway & 7th Sts.........D. M. House Milwaukee, Wis... .. .. .600 
Cleveland, Ohio. ...... . 1900 E. 24th St. ceeeeee A. A, Martin 
Dallas, Texas......... .2001 McKinney Ave.......... 
Denver, Colo... ....... .601 Continental Oil Bidg........S. C. Bray New York, N. Y........ 





W. Wisconsin Ave. Portland, Ore......... 
Mariner Tower Bidg..... . J. M. Taylor, Jr. 


O. T. Miller Minneapolis, Minn... .. .801 Washington Ave. N.......L. H. Kurtz Washington, D. C. 
.561 W. 55th St.......... 


ZONE MGR. LOCATION ADDRESS ZONE MGR. 
Oakland, Calif. . 1375 E. 8th St.........++..A. M. Sanders 


. 401 N. Broad St...........G. B. Albrecht 
. .Baum Bivd. & Craig St... ... .A. R. Shedd 
W. J. Connors Pontiac, Mich..........196 Oakland Ave.....A. C. Tiedemann, Jr. 
. 13th & Burnside Sts..........L. W. Ward 
St. Louis, Mo.......... .3900 W. Pine Bivd.........W. P. Winslow 


5th Fl. Transportation Bidg. 


.M. C. Tompson 17th & H Sts. N. W...... .H. H. Grothjan 





J 
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DETROIT.—As accident figures 
for another year are published by 
the City of Memphis, Tenn., at- 
tention is again focused on the 
traffic safety campaign which 
that community has pioneered and 
fostered. 

The so-called “Memphis Plan,” 
which has received widespread 
publicity and which had been 
duplicated by several municipali- 
ties, is founded on: 

1. Public safety education. 

2. Careful enforcement of traf- 
fic ordinances. 

3. Periodic inspection of all mo- 
tor vehicles. 

Based on these fundamentals, 
the Memphis plan was adopted in 
1934, and although in 1933 Mem- 
phis’ accident record was one of 
the best in the United States, 
comparison of 1935 records with 
those of 1933 show marked im- 
provement. 

In 1933 there were 33,864 motor 
vehicles registered in the city. 
The total number of fatalities for 
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Memphis I Plan Steadily Reduces: Traffic Deaths 


Non-Fatal Accidents Cut 
43% as Registrations Gain 


that year was 50 while 1,784 non- 
fatal accidents were recorded. 


In 1935, with 39,820 motor ve- 
hicles registered, an increase of 
5,956 over 1933, there were only 
44 fatal accidents and 1,010 non- 
fatal accidents. In other words, 
while the automobile registration 
gained 17.6 per cent, fatalities 
decreased 12 per cent and non- 
fatal accidents went down 43.4 
per cent. 

These figures assume their true 
worth when compared with the 
cost of obtaining the results. The 
plan is said to have cost Memphis 
motorists $38,896 in 1935—an in- 
vestment that saved six lives and 
774 personal injuries, This record 
was achieved in the face of a 17 
per cent rise in car registrations, 
an increase in population, and at 
a time when the country as a 
whole was increasing fatalities 
and injuries from automobile ac- 
cidents by 22 per cent. 

The most modern equipment is 
used by the city in carrying out 


WIPES CLEAN? 


SUCKS In 
TEE HOLES 


CONSTANTLY CLEARS 
ivesiy 


SALES HINT—For sleet re- 
moval and ice prevention, dip 
a pipe cleaner in glycerine, 
hang in hollow tube. 


Ninety percent of your 
customers want a bet- 
ter wiper blade. Here 
it is! 

Any motorist who 
picks it up will buy it. 
He can see at a glance 
that this carbon-base 
rubber blade, with its 
perforations and flex- 
ible wiping ribs, will 
keep his windshield 
cleaner and drier than 
ever before. 


Write for complete in- 
formation on this rev- 
olutionary Rex-Hide 
blade. It’s a fast- 
selling profit-maker! 


*All Metal Parts Stainless Steel. 


East Brady, Pa. 
Makers of Rex-Hide Carbon-Base Brake Lining 


DOWN IN MEMPHIS the safety inspection bureau has installed three special lifts for front end 


inspections, 


the compulsory inspection of au- 
tomobiles. The Memphis Bureau 
of Motor Vehicle Inspection has 
just added three special Weaver 
Lifts to aid in the inspection of 
steering mechanisms and as a 
further service to car owners and 
garage mechanics, 


Auto Deaths Lag 
Behind 34 Total 
Reports Show 


WASHINGTON. — Automobile 
deaths in 86 principal cities dur- 
ing the first three weeks of this 
year continued to lag behind 1934 
totals, it was announced today by 
the Bureau of the Census. 


Total deaths in the 86 cities dur- 
ing the first three weeks num- 
bered 500 compared with 581 in 
the corresponding period last 
year. Last week fatalities totaled 
153 compared with 156 the pre- 
vious week and 157 during the 
same week last year. No deaths 
last week were reported in 44 
cities, 

New York, with 15 fatalities, 
compared with 12 the previous 
week, led all major cities in totals. 
Records of other leading cities, 
compared with those of the pre- 
vious week, were: Los Angeles 13 
against 15; Chicago 12 against 8; 
Detroit 6 against 3 and Philadel- 
phia 3 against 7. 


Drivers Should 
Study Safety 


DETROIT. — Motorists could 
virtually eliminate traffic acci- 
dents if they devoted a fraction 
of the time developing safe driv- 
ing habits that automotive en- 
gineers spend perfecting new 
safety features. 


Byron C. Foy, De Soto presi- 
dent, is convinced of this. Foy 
points to the years of research 
and development work back of 
every safety feature. He says 
motorists could solve the acci- 
dent problem with “one-thou- 
sandth as much time and 
thought.” 


“Only a few people realize the 
amount of work that goes into 
the development of a_ single 
safety feature,” he said. “Take 
steel bodies, for instance. The 
steel bodies that we have come 
to accept as a standard of safety 
construction were pioneered as 
far back as 1914. And our auto- 
motive engineers have been work- 
ing every year since, developing 
new steels and new ways to 
strengthen the construction.” 


Submits Bill 


RICHMOND, Va. — (UTPS). — 
Delegate Zigler, of Harrisonburg, 
has introduced in the Virginia House 
a bill prohibiting reeovery for in- 
juries by a guest in an automobile 
unless gross negligence by the 
owner is proved. 


They are made by the Weaver Mfg. 


A Summary of the Three-Year Record in Memphis Follows: 


1933 


No. Vehicles Registered — 
No. Fatalities 
Non-Fatal Accidents. . 
No. Vehicles per Death 
No. Vehicles per Injury 


"677 
19 


Comparison—1933- 1935 
increase or Decrease 
Number Per Cent 


45,956 +17.6 
am ie =e 
— 14 —434 
+ 228 +253 
+ 20 +510 


1935 


36,293 39,820 
44 

1,010 

905 

39 


Conn. Officials Describe 
1935 Accomplishments 


HARTFORD, Conn. — Twelve 
principal accomplishments in 
traffic administration in Con- 
necticut during 1935 are listed by 
the Department of Motor Vehicles 
in a prepared summary. The re- 
port comments especially on 
safety activity and points to a 
substantial decrease in number of 
accidents and number of persons 
injured, although deploring a 
slight increase in highway fatali- 
ties. The drop in number of ac- 
cidents was notable in view of 
the fact that both registrations 
and gasoline tax receipts indi- 
cated a great increase in traffic 
flow. 


Here are the 12 outstanding ac- 
complishments as listed by the 
department, not necessarily in the 
order of their importance. 


“Reduction of cost for register- 
ing motor vehicles. 

“Establishment of semi-annual 
inspection of motor vehicles. 


“Creation of a State Traffic 
Commission. 


“Approval of permanent plates 
for 1937. 

“Extreme simplification for re- 
newal of registration certificates 
and operators’ licenses. 

“Establishment of Mar. 1 for 
renewal of registrations (instead 
of Jan. 1). 

“Establishment of May 1 for 
renewal of operators’ licenses (in- 
stead of Mar. 1). 

“Creation of a committee by 
the legislature to study proposed 
provisions for compulsory auto- 
mobile insurance. 


“Establishment of temporary 
branch offices in different sec- 
tions of the state for the distri- 
bution of registrations and opera- 
tors’ licenses. 

“Creation of safety commissions 
in key cities, insuring community 
co-operation in statewide traffic 
accident prevention program. 

“Growth of Citizens’ Volunteer 
Motor Patrol, an organization of 
drivers interested in safe opera- 
tion of motor vehicles. 

“Awakening of state, largely 
through generous newspaper co- 
operation, to need for safety con- 
sciousness on the part of all citi- 
zens.” 

Dealers operating service sta- 
tions as well as all types of auto- 
mobile repair firms have bene- 
fited greatly from the compul- 
sory inspection program. Figures 
for the first semi-annual tests, 


conducted from July 1 to Dee. 
31, show that 133,156 cars were 
passed on the first inspection, 
while 151,991 were rejected. Re- 
jected cars returned, and passed 
after one or more reinspections, 
totaled 162,022, while the grand 
total of inspections made, includ- 
ing reinspections, was 447,169. 


Faulty lights caused the rejec- 
tion of more cars than any other 
defect, with 79,652 being sent 
back for that reason. Brakes fol- 
lowed closely with 77,624, and 
wheel alignment was third with 
38,050 rejections. Miscellaneous 
causes for rejection totaled 18,- 
287. These four totals add up to 
213,613, indicating that some cars 
were rejected for more than one 
defect. 


From these figures it can clear- 
ly be seen that the volume of 
service business created was 
enormous. New brake-lining, 
steering parts, bulbs, lamps, tires 
and many other items were sold 
in great volume, and labor sales 
amounted to a high total. Many 
service departments and _ inde- 
pendent garage firms have en- 
larged their space and added new 
shop equipment as well as me- 
chanics in order to cope with 
the increase in business. 


Legitimate service organiza- 
tions, properly equipped and of- 
fering quality work and parts, 
have benefited particularly, as 
the inspections have clearly shown 
up inferior workmanship and 
given the “gyp” operators a se- 
vere headache. The car owners 
have benefited by being shown 
whether or not the service work 
they have been getting is up to 
reasonable standards. 


Traffic Control 
Manual Released 


WASHINGTON.—A manual on 
uniform traffic control devices 
for streets and highways, pre- 
pared by a joint committee of the 
American Assn. of State Highway 
Officials and the National Con- 
ference on Street and Highway 
Safety, was released here this 
week, 

The booklet represents a revi- 
sion and consolidation of two’ 
previous manuals issued by the 
two organizations, one applicable 
to rural highways and the other 
to city streets. 
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In Which We Turn a Footnote Into a Headling 


(Voluntary Circulation Is the Number of Copies of a Magazine That 
People Will Buy, Issue by Issue, If Left to Their Own Devices) 


This definition, which has appeared as a footnote 
to these Macfadden pages through several months, 
now comes in orderly sequence up to the top. 


For “Voluntary Circulation”, as applied to the 
magazine field, is only part of the whole revolution- 
ary change in merchandising methods that was 
introduced into the entire business world by that 
new generation of young executives (now, alas, no 
longer young) who found their way to power shortly 
after the turn of the century. And who proceeded 


to turn the new century upside down with care. 


You younger executives who have come into 
power since this modern era of business began should 
find exceeding interest in reading this page if only 
as an historical document. But you older executives 
should have a double interest and a double pleasure. 
Because you are the makers of this history of mod- 
ern business which we shall be talking about. 

xkkr 

You older men may like to go back for a moment with a 
smile to the days when the manufacturers of America didn’t 
count for so much. Most of you were in the hands of your 
jobbers. And the jobber was “the works”. Your jobber told 
you what to make and how much to make. Oftentimes he 
didn’t even like your name on your product. He wanted his 
own. And you were helpless because you were in his hands. 
So an enormous per cent of all the things made in America 
were “stencilled” products. Products made by you and “sten- 
cilled” with his name. And it was at this point that you almost 
literally rolled up your sleeves and went into the great fight 
that changed the whole manufacturing picture of America. 


xwkere 


This was the world of production in which the great majority 
of you younger (now much older) executives found yourselves. 


You began selling your own products under your own name 
and guaranteeing those products to the consumer. You began 
using your jobber as part of your machinery of distribution 
and not as an end in himself. You began developing the retail 
outlets of America as fast as you could. The old jobber had 
always had his favorite customers. You had no favorites. 


And finally, with stronger and stronger advertising, mainly 
through the magazines, you went direct to the consumers of 
Aunerica, offering your products for sale under your own name 
and your own guarantee. 

And that was the beginning of modern merchandising in 
America, which today is in full power. 

x~ak** 


And Macfadden Publications—where do we come into the 
picture? 


Well, we saw what you were doing and went out and did 
exactly the same. We threw out wholesale jobbing connections 


who were telling us, and established others whom we could tell. 
And just as you developed your retailers, so we developd ours. 
We helped to make it possible to buy magazines on every 
corner in America. 


And finally we went to the consumer with our advertising 
just as you had done. Advertising with us was not something 
that we recommended to you and did not take for ourselves. 
We became the biggest advertiser in America in the. maga- 


zine field. 


And gradually we found out the things that you had found 
out. We had had a natural demand for our products to start 
with, just as you had had. And it was a natural demand. 
Enough advertising can sell anything once. But no amount of 
advertising on an unwanted product can produce a steady 
repeat sale from twelve to fifty-two times a year and a steady 
increase over fifteen years. 

x*weerk 


Other “findings” came thick and fast. Not only were we 
making circulation for ourselves but it was soon apparent that 
we were making the most valuable kind of circulation for our 
advertisers; that this voluntary circulation, which was more 
valuable to us, must also be more valuable to you. It seemed 
reasonable to suppose that people would be far more interested 
in and would read far more thoroughly a magazine that they 
were buying issue by issue than they would a magazine to which 
they had been induced to subscribe for a considerable period of 
time. 


This all seemed logical. But it was not until years later that 
the independent Starch Survey, conducted in the interests of 
national advertisers, showed that the two Macfadden magazines 
included in that survey had, in their respective fields, the 
highest reader-interest of any of the magazines studied. 


Thus, it became a proven fact that the lesson we had taken 
from you was to prove of extraordinary benefit to you, and 
that “voluntary circulation” magazines—that is, magazines that 
were voluntarily “bought” issue by issue—were not only more 
valuable to us but were to prove so much more valuable to you 
as to mark the beginning of a new type of thinking in the 
advertising world. 


And so today our battle has been won just as yours has been 
won. We are in control of our own business. We have by far 
the largest voluntary magazine circulation in the world and we 
know the weekly and monthly needs of every newsstand in 
America in relation to every magazine we publish. 


We have also helped to establish so many retail outlets that 
you can now buy practically any magazine you want on any 
business corner in the United States. So that if the. public 
doesn’t buy more of any particular magazine at these innum- 
erable points of sale, it is because the public doesn’t want any 
more. And nothing that that publisher can say to you can 
change what the public is saying to him. 


So far as voluntary magazine sales are concerned, the people 
can now be left to their own devices to buy whatever magazine 
they may want to read—if the magazine publisher has the 
courage to leave it “to their own devices”. 





Special Lamps . App 
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Right Lights Needed to Display Color in Cars | 


roach 


Bright Daylight at 10 A.M. 


NEW YORK. 
longer any great change in auto- 
mobile design because the cars 


have reached a level of perfec-| chiefly as an aid to design. 
| periments introduced by the Duco 


tion that challenges further radi- 
cal improvement short of resort- 
ing’ to untried principles and 
weird designs, says Howard | 


Ketcham, of the Duco Advisory | 


Service. There is an astonishing 
Similarity in present-day car de- 
sign, he continues. But since the 
manufacturer must give the con- 
sumer variety if his product is 
to continue to sell, he has con- 
centrated more and more on the 
eye-appeal of color. 

It was about 1925 that color 
was first found to influence sales. 
Up to then, most cars had been 
indiscriminately finished in enam- 
el colors that lacked the lustrous 
sheen and rich depths that lac- 
quer colors afford. 
of Duco in 1923 made it possible 
to choose from a limitless range 
of gleaming colors. It was inter- 
esting to find that a color treat- 
ment which looked well on the 
design of a certain make of car 
did not look equally well on the 
product of another car builder. 


The coming | 





— There is no| This proved the need of skillful 


co-ordination of color and design. 
At that time, color was _ used 
Ex- 


Advisory Service were made in 
| balance of light and dark colors 
to determine which arrangement 
made models look longer or| 
lower. 
Patchwork of Color 

In those early days of colored 
cars, ornate and complex color 
arrangements chopped the body 
into separate sections. The win- 
dows were encircled with. colored 
reveals. The car body was patch- 
worked with areas of color. Ac- | 
cessories added to the chaos of | 
color. For a while fenders re- | 
mained _ black. Manufacturers 
felt that when colored fenders be- 
came scuffed they would prove 


too great a problem in patching | 


after minor traffic dents. In spite 
of this objection, car owners 
gradually responded to the appeal 
of appearance and all fenders 
were colored to match the bal- | 
ance of the body. Colored plastics 
were gradually introduced into 
the hardware. 


re NS 


The horn button, 


WHAT A DIFFERENCE, says Harry New, who shipped this old-time Dodge in 1919. The buyer, 


| after driving the car nearly a quarter of a million miles, traded it in on a new Dodge. 


The old car was 


the first one shipped by New when he became director of transportation in 1919, and cost, at the factory, 
$2,150. The dealer who sold the new car donated the old one to Dodge’s transportation exhibit. 





the gearshift handle, the instru- 
ment panel and the hardware 
knobs all became colored. Today, 
even steering wheels in color are 
standard in several makes of 
cars. 

In 
builders 


iS 


searching for novelty, 
were generous 


| facturer, 





display of chromium until, in a 
survey conducted by one manu- 
it was discovered that 
the reflection and glare caused 
by the sun striking the metal 
radiator and lamps of the car ir- 


car | Titated the driver. As a result, 


in their | 


radiator and lamps are now col- 


ered to match the car and the | 


color area on automobiles has 
been materially increased. 

After 1928, the designs and col- 
orings of automobiles became 
gradually less and less compli- 
cated. Top, belt, moldings, win- 
dows, wheels, body were all 
matched in one color. By 1929 
every automobile builder had in 
his service a color engineer. 


Color Co-ordinated 


Colors were co-ordinated, 
sulting in the elimination of many 
meaningless and almost invisible 
variations of hue from the stock 
offerings of suppliers. 


range of practical variations were 
made available and designated in 
terms of Munsell notations for 
convenient reference. This color 
co-ordination work, pioneered by 
du Pont, carried the endorsement 
of the Society of Automotive En- 
gineers. It has, since 1932, been 
followed by a number of other 
automotive lacquer suppliers. 
Because the area of color has 
increased and the number of col- 
ors decreased, manufacturers 
have been concerned in finding 
the exact variations which looked 
best on various body styles. The 


automobile builder because he did | 
| not produce his whole output far | 


in advance of season, aS was nec- 
essary in the garment and furni- 


ture fields, could be guided in his | side ait ta tetamiian Of 


style technique, as production ad- | 


vanced, by the wishes of the con- 
sumer 
While design was crystallizing, 


color was growing. The industrial | 


use of color is still in the experi- 
mental stage, but there is a 
broadening realization of its pos- 
sibilities. Retailers and manufac- 


turers alike are learning that color | 


gives an effective silent sales talk 
of its own. 


A showroom with appropriate 
background and lighting facili- 
ties devised to enhance rather 
than detract from the value of 
the car colors is excellent sales 


insurance. The background must | 


neither overpower or overbalance 
the cars on display or blend so 
completely as to lose them in its 
own color. Lighting must not dis- 
tort colors. 


Blue Lacking 

Incandescant light is prevalent 
today in interior illumination. 
But the quality of incandescent 
light suffers, due to lack of suffic- 
ient representation from the blue 
portion of the spectrum. Mer- 
cury vapor light, on the other 
hand, is deficient in its represen- 


tation of red and yellow light. | 


Ideal daylight is approximated at 
10 a.m. on a clear day. To ap- 


re- | 


Calibrated | 
colors representing a minimum | 








But colored cars must 
be given fair opportunity to sell | 
themselves by proper display aids. | 
|} cent colors will apply to fender 





| the simple 


| regularity, 
| 


|of costly dies and tools. 





proach this standard, four lum- 
ens of incandescent :ight to one 
lumen of mercury vapor light, on 
a wattage ratio of three to one, 
is practical. Between three and 
four times as much light for 
about 10 per cent more electric 
current can be had from color 
corrected light. Light of this 
type is highly efficient and blends 
consistently. It is the ideal illum- 
ination vehicle because is effec- 
tively: 

1. Eliminates glare. 

. Eliminates eyestrain. 

3. Eliminates shadows. 

4. Imparts distinction to de- 
tail. 

5. Increases visual accuracy. 

6. Produces less specular re- 
flection. 

7. Provides more effective il- 
lumination. 

8. Provides 
phere effects. 

9. Adds emphasis to display ef- 
fects. 

10. Provides more visual light 
per watt of energy consumed. 

In cars, as in other lines of 
merchandise, desire—not  nec- 
essity—influences most sales. By 
stressing novelty, style and ap- 
pearance, the car builder will at- 
tract the feminine public, which 
is responsible for so much of the 
volume in car sales. 

See Changes 

At the recent Paris motor show 
five large production manufac- 
turers introduced car designs 
minus running boards If this 
trend becomes more general and 
ear designs undergo further sim- 
plification, color treatment will 
also be modified to a correspond- 
ing degree. To revert to the prac- 
splashing 
three or more colors on the body, 
or to go back to any other multi 
color treatment, such as colored 
window offsets, belt areas, mold 
ing and fender contrasts would 
be mere retrogression. This is so 
particularly in view of the trend 
toward enclosed wheel areas evi- 
denced on an increasing number 
of foreign and domestic cars. In- 
terest will be more and more 
focussed on the fender at present 
colored to match the body. The 
time may not be distant when ac- 


daylight atmos- 


areas in place of wheels. 

The time is coming when the 
automotive field will follow the 
example of the home furnishing 
and dress-making indus*t? jes 
which have profited for years by 
and inexpensive ex- 
pedient of seasonal color. Peo- 
ple do demand change and while 
it is true that these periods of 
change occur without any set 
the major periods of 
unrest in this respect can be 
grouped by yearly shifts in style 
offerings. 

Color changes, unlike design 
changes, do not involve the use 
When 
this point of regulation arrives, 
obsolescence will be as much a 
matter of color as it is of design 
today. 





Virtually 
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- Governors Urge Motor Tax Relief to Lawmakers 


All of States 


To Study Cuts in Levies 


NEW YORK.—Some form offing this burden so helpful to re- 


motor vehicle tax relief is advo- 
cated by the governors of vir- 
tually all states now meeting in 
regular session, a study of the 
messages delivered by them to 
their respective legislatures re- 
veals. 

This tax relief ranges from pro- 
posals to reduce the current gas- 
oline tax rate or to reduce the 
cost of license tags to pleas 
against the diversion of motor 
vehicle fees from the highways. 
In a few states the relief is of 
a negative nature, in that the 
governors in such states as New 
York, Rhode Island and Virginia 
plead only against the enactment 
of any new taxes. 

Gov. Albert Benjamin Chandler, 
Kentucky, in his message to the 
General Assembly of that state, 
declared: “The gasoline tax 
should be reduced one cent. It 
is too high, and the people are 
entitled to this relief. It is my 
judgment that it will result in 
little, if any, decrease in revenue 
obtained by the state.” Ken- 
tucky now has a state tax on 
gasoline of five cents a gallon. 

Opposes Diversion 

In his inaugural address to the 
Mississippi legislature, Gov. Hugh 
L. White states: “When it is 
considered that the automobile 
owner is required to pay an ad- 
valorem tax on the value of his 
car, a sales tax, state and fed- 
eral taxes on gasoline, and then 
a tax for the privilege of using 
his car for business or pleasure, 
it would seem that he is justly 
entitled to some measure of re- 
lief. . . . I am opposed to any 
part of the gasoline tax being di- 
verted for other purposes.” 

“The vital question, it seems to 
me,” Gov. Harold G. Hoffman, 
New Jersey, told his legislature, 
“is whether we shall use motor 


vehicle revenues for the payment | 


of doles or for that unemploy 
ment relief which comes from re- 
taining labor presently employed 
on public works and in the pro- 
duction of materials at modest 
wages. 

“The dole provides for a bare 
subsistence in idleness and de- 
stroys the self-reliance and self- 
respect that have characterized 
the American people. Wages on 
necessary and desirable construc- 
tion projects enable the work- 
man to keep and regain his self- 
reliance and give him freedom 
of thought and action which the 
dole inevitably destroys.” 

Although Gov. Theodore Fran- 
cis Green, Rhode Island, does not 
favor any reduction of motor ve- 
hicle taxes, he is opposed to the 
group in that state which would 
like to see an increase in these 
levies. “I have consistently taken 
the position,” he declared re- 
cently, “that no additional tax- 
ation shall be imposed in this 
economic emergency if it can rea- 
sonably be avoided.” 

Urges $3 Tags 

Gov. Olin D. Johnson, South 
Carolina, urges that automobile 
tags should be reduced to $3, 
while Gov. George Campbell 
Peery, Virginia, has come out 
against diversion of highway 
funds in these terms: “During 
the depression the funds received 
from the Federal Government for 
roads and the road funds from 
the state served not only to build 
needed highways, but also served 
the splendid purpose of giving 
men work and saving them and 
their families from hunger and 
destitution. 

“With the department carry- 


Gas Taxes Gain 

LITTLE ROCK, Ark. — Gasoline 
‘tax revenue for the past month ag- 
gregated $717,377.58, compared with 
$643,022.78 for January, 1935, ac- 
cording to figures compiled by the 
state revenue commissioner’s office 
here. 


| 
| 


lief . . . it would seem to be a 
wise policy to make no diversion 
of road funds.” 


In only two states were the mes- 
sages of the governors definitely 
unfavorable to motorists. Gov. 
Herbert Lehman of New York 
has asked the legislature not only 
to continue the emergency gaso- 
line taxes amounting to two cents 
a gallon, but he proposed to di- 
vert approximately $60,000,000 of 
highway funds next year. 

Gov. James M. Curley, Massa- 
chusetts, not only would continue 
the state’s emergency gasoline 
tax of one cent a gallon, but he 
favors increasing the license fees 
on trucks. 


Conn. Motor Receipts 
Show Gain of 4 Per Cent 


HARTFORD, Conn. — Receipts 
of the State Department of Motor 
Vehicles for 1935 show a gain of 
$327,739.43 over the preceding year 
or an increase of 4 per cent. The 
total of $8,275,342.15 for the year 
is exclusive of gasoline tax which, 
too, will be greater than for 1934. 


More cars were registered than 
ever before in the history of the 
department, more operators’ li- 
censes were issued than ever be- 
fore and more applicants for 
operators’ licenses were examined 
than since 1929. Because of the 
arbitrary reduction in registration 
fees, effective this year, the motor 
vehicle receipts for 1936, exclusive 
of the gasoline tax, will not com- 
pare at all with 1935. 


partment has completed the mail- 
ing of 378,348 renewal applications 
for registrations to owners of 
motor vehicles registered in this 
state during 1935, whose present 
registrations expire Feb. 29. 

This total of registrants is the 
largest in the history of traffic 
administration in Connecticut. 


Tenn. Fees Drop 


NASHVILLE, Tenn. Finance 
Commissioner Dancey Fort reports 
that automobile registration fees for 
the month of January totaled $36,- 
533.51, as compared with $54,568.57 
in January, 1935. 


Georgia Tax Up 
ATLANTA, Ga. — State Auditor 


Tom Wisdom reports that gasoline 
tax collections in January aggre- 


Commissioner Michael A. Connor : 
gated $1,326,874.23, compared with 
announced Jan. 20 that the de-! $1,222.279.94 in Seauaes, 104. 


@ Take a look into the typical White Coliar home (which represents 35% of urban 
America) and you will find magazines for every member of the family! Weeklies 
for Dad and the rest of the family; women's magazines for Mother; monthly peri- 


edicals for them all. 


21 


Ky. Legislators Study 
Bill to Reduce Tag Cost 


FRANKFORT, Ky.—A bill call- 
ing for a reduction in the cost 
of passenger automobile license 
in Kentucky was given a favor 
able committee report and first 
reading today in the House of 
Representatives. 


As introduced by Representa- 
tive Rodes K. Myers, Bowling 
Green, the bill would have cut 
the license fee to $3. A com- 
mittee amendment set the figure 
at $4.50 in addition to the County 
Clerk’s 50-cent insurance fee. 


The House previously voted for 
a $3 tag proposal but reconsid- 
ered when the Senate refused to 
concur and after Gov. A. B. 
Chandler expressed opposition to 
the lower figure. 


cL ita 


@ But only one major magazine is deliberately edited for the Wage Earner home (which 
is buying most of Detroit's output today.) True Story is generally the only major magazine 
found in True Story homes. Man-appeal advertisers have proved True Story to do a 
bang-up “weekly” job; while woman-appeal copy breaks result records in the same issue! 


@ After you buy your weeklies, which course is most logical: 
Piling up secondary circulation in the already blanketed 35% 
White Collar homes? Or adding primary coverage in the 65% 
Wage Earner homes, through True Story, which can do a 
“weekly”, “women’s” and “monthly” job for you, rolled up in one? 
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Used Car Department Should Show Profit Says Vet 


Declares Over-allowances 
Account for Most Losses 


By H. L. BURTLEY 


Used Car Manager John D. 


How long will automobile mer- 
chants continue to be the sole 
remaining David Harums of the 
merchandising world? 


It’s the David Harums in the 
business who cause over-produc- 
tion at the factories and glutted 
used car markets throughout the 
land. On second thought, we do 
David a rank injustice when we 
make the comparison. David 
could and did spot the cause of 
his errors of judgment and was 
benefited thereby, whereas our 
present-day Davids keep right on 
making the same errors of judg- 
ment today that they and their 
predecessors made 20 years ago, 
and, with very few exceptions, 
nobody has benefited except the 
factories. 

Regardless of glutted used car 
markets; regardless of the mil- 


lions of dollars in notes that have 
been put in dealers’ safes to be 
liquidated God knows when, and 


@ Ti Pie 


your lubrication sys- 
tem around ARO POWERED 
HAND GUNS. “Dual-Action” 
power units used with three 
interchangeable lubricators 
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wy 


instantly adjust- 
able to deliver 
ene shot of 
grease for each 
pull of the trig- 
ger or continu- 
ous operation 
(300-400 
shots per min.). 


"ARO 


Wendell, Inc., Albany, N. Y. 


regardless of the thousands of 
times thousands of dealers have 
said, “Never again will I get in 
this jam for the sake of keep- 
ing up with factory quotas, ter- 
ritory potentials and price class 
deliveries,” our dealers keep right 
on, year after year, moving along 
in the same old groove. Unlike 
David of old, they seem to be un- 
able to benefit from experience. 


Not a Problem 


What is generally called the 
used car problem is no more of a 
problem than is the new car prob- 
lem, or the shop problem, or the 
parts problem, or any other profit 
producing unit of a dealer’s bus- 
iness. If it a problem, then as 
sure as guns are iron the dealer 
will have to do his own solving. 
No factory, or any other organi- 
zation, regardless of how alpha- 
betical it may be, can or will; en- 
ter into this kind of solving bus- 
iness. It’s the dealer’s baby and 


m 


there is no good reason why deal- 
ers should have to walk the floor 
at night to keep their pet from 
putting them out of business, 
which they have done, are still 
doing and will continue to do, un- 
less they quit playing papa to a 
brat that has no real cause for 
existence and should never have 
existed. 


If dealers will forget for just 
one year all about used car prob- 
lems and accept it as gospel that 
at the end of one year’s sane op- 
eration of their business, never 
again will they permit any person 
or organization to hypnotize them 
into becoming what all too many 
of them are today, wild traders, 
with no definite knowledge of the 
actual cost of the merchandise 
they are selling. 


Just one last word before clos- 
ing this part of the sermon and 
it’s a plea for all dealers every- 
where to cast out from their 
minds that crazy idea that as 
long as they do not tie up more 
than their gross profit in a used 
car they are safe. That is, with- 
out question, the most unsafe and 


unsound notion that ever existed’ 


in a dealer’s mind and is the prin- 
cipal cause of used car inventor- 


oa RYH 


THERE IS AN EFFICIENT, 
ECONOMICAL and PROFITABLE 
ARO COMBINATION TO FIT 
EVERY REQUIREMENT - . . 


High and Low pressure power units for 
portable or stationary use, metered gear lubri- 
cant dispensers, fillers for power guns, and port- 
able waste oil drains are available in cabinets for 
“battery type’’ installations. 


The Aro line is complete and includes a 
wide range of models for the small.or large 
service station or garage. You can select those 
units which best meet your requirements, and 
have uniformity and harmony of design along 


with Aro dependability. 


BRYAW, OHIO oo ee 


EQUIPMENT CORPORATION: 


ies being loaded up with unsale- 
able iron. 


No Reason for Loss 

There is no reason for any man- 
ager of a used car department to 
operate at a loss. He can and 
should, if he can sell the idea to 
his dealer, show a net profit and 
until he does show a net profit 
as the result of his activities he 
will continue to be the copper- 
plated goat of his organization. 


Eighty-five per cent of what 
the average dealer thinks of as 
used car losses are not used car 
losses at all; they are excess trade 
allowances and should be charged 
against new car sales. 


Some factories set up a book- 
keeping system for their deal- 
ers whereby the shop charges the 
used car department: for labor 
three times cost less 10 per cent. 
A job costing the shop $10 for 
labor is charged to the used car 
department at $27. This kind of 
inter-department chiseling ac- 
counts for the other 15 per cent 
of the so-called used car losses. 
SO WHAT? Just sell your dealer 
on the idea of operating the used 
car department the same as he 
operates any other producing part 
of his business. 


Here is how the plan should op- 
erate. Buy your original used car 
from the new car department at 
a fair price. Appraise each trade- 
in at its local market value. Ex- 
ample: Assuming that your aver- 
age local resale value of a 1933 
Ford 8-40 sedan is $350. A glance 
at fenders, pans, top, upholstery, 
paint, tires, etc., will tell you what 
it will cost to recondition appear- 
ance, say $25. The test out may 
show another $15 for mechanical 
work and parts. Approach every 
car you appraise with a fixed 
charge of $10 in your mind. This 
will cover washing car and mo- 
tor, polishing, touching up, clean- 
ing upholstery, spraying chassis 
and other incidental appearances 
“éxpenses. 


Good Average 

Do not let anyone from the big 
boss down sell you on the idea 
that the average cost for this 
part of your job is any less than 
$10; in fact, you will have to be 
well and systematically organized 
to hold this average, but it can 
be done. These three recondition- 
ing costs show a total of $50. De- 
duct this from your market value 
and you have $300, the worth of 
the car “as is” to you. Deduct 
15 per cent from the $300 for 
your department’s share of the 
general overhead. You should buy 
this car from the new car de- 
partment for $255. The 15 per 
cent deduction is not arbitrary, 
but it is a good general average. 
Your local set up will have to 
govern here. Occasionally your 
share of the overhead will be 
greater than 15 per cent. Very 
rarely will it be any less. 

From there on it’s up to the 
manager of the used car depart- 
ment to show his stuff. If he goes 
“haywire” and lets the new car 
department hornswoggle him into 
buying white elephants he will be 
sunk without a trace. In case he 
should, in the general interests, 
buy such animals, they should be 
killed and the loss taken at once. 
I firmly believe that the fastest 
growing loss in the world, bar 
none, is an unsaleable used car. 


Must Be Fair 

In making appraisals you must 
be fair to the new car depart- 
ment as well as to yourself. Keep 
always in mind that you are both 
working for the same house. In 
many cases the new car depart- 
ment will get a car in at less 
than your appraisal figures. In 
such cases, such cars should come 
into your department at the ac- 
tual take-in price. It’s just a case 
of give and take between two de- 
partments that should operate 
with only one thought in mind, 
net profit for the house. 

Incompetent new car sales man- 
| agers will battle this plan to a 
| frazzle for obvious reasons; the 
‘real managers will see the fair- 
, ness of the plan and co-operate. 








Special Offer Made 


To Bonus Recipients 


ST. PAUL, Minn. — The 
Midway Chevrolet Co. is 
making a_ special offer 
based on passage of the 
soldiers’ bonus bill. 


This company is offering 
to veterans receiving the 
bonus any of the used auto- 
mobiles in stock on a small 
down payment, the balance 
to be paid when the pur- 
chaser receives the bonus. 


Having sold the plan, then in- 
sist on handling your own me- 
chanical work with your own 
force, whether it takes one or a 
dozen men. There is no reason 
why the shop should show a fic- 
titious profit at the expense of 
any other department. There are 
good reasons, however, why 
everything pertaining to recondi- 
tioning should be under your im- 
mediate control. 


1. You can make up your own 
repair orders, thereby keeping 
closer check on costs. 


2. You can expedite work on 
the cars needed first. 


3. The average shop does ex- 
actly the work specified on the 
repair order because that is all 
the mechanic will get paid for. 
The motor could be falling out 
and unless that job was specified 
on the repair order it would come 
back to you still falling out and 
after you have lost a sale or two 
on the car someone advises you 
of the reason. This means an- 
other trip to the shop. In the 
meantime, your salesmen have 
lost their time and wasted your 
gas in trying to sell an unsale- 
able car. It’s these kinds of use- 
less wastes in motions and money 
that play havoc with your 
chances of showing a profit. 


Small Space Ample 
There are many other reasons 
why all reconditioning work 
should be under your personal 
supervision and control. Use 
them when selling the plan. 


Almost any shop of consequence 
is large enough to give you the 
space needed. A three or four car 
space will be ample for a thou- 
sand car operation. On operations 
of this volume a combination 
painter, metal worker and uphol- 
sterer with one helper will save 
you money. This is important, 
every man in your department 
should be trained to “pinch hit” 
whenever and wherever needed. 
When mechanics are on mechan- 
ical work, naturally mechanics’ 
pay prevails, but when they are 
polishing cars, changing batteries, 
moving cars, or any other work 
that can be done by a helper, 
then helpers’ pay should prevail. 
Keep in mind that it only takes 
a dollar saved here and there on 
each car to make things easier 
for you at the end of the year 
and take it from one who knows, 
on the basis of 15 per cent as out- 
lined above, you will have to cut 
corners to show the boss that net 
profit you talked about when you 
sold him the plan. 


Good Parts Sales 

Your department is the parts 
department’s best customer. All 
parts and supplies should be sold 
to your department at the same 
discount they give outside dealers 
and garages. Tires, accessories, 
parts, etc., purchased outside 
should come to your department 
without profit to any other inter- 
department. This also applies to 
any of your work done outside, 
such as painting, metal work, etc. 


This plan will operate under 

any size new car contract and it 
is not new. It will surely put the 
peg in the right hole and wipe 
out so-called used car losses. Lack 
of definite knowledge of who and 
what causes his yearly used car 
losses is what makes an otherwise 
keen business man a wild trad- 
ing dealer and a menace to all 
his brother dealers. 
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Gas Stations, Car Dealers To Join Tax Battle 


Many States Start Move 
To Increase Fuel Levy 


NEW YORK.—Aided by gasoline 
stations and motor car dealers, a 
committee of American Petroleum 
Institute will 
a two-point battle during the leg- 
islature sessions in almost every | 
state of the Union to lighten the 
gasoline tax burden on motorists 
and prevent further legislation to 
increase taxes on gasoline and 
oils. The national committee will 


be represented by state groups in | 
| the date for registering cars from 
The bill con- | 


every section of the country. 


Baird H. Markham, director of | 
the national committee, is enlist- 
ing the assistance of the gasoline 
stations. A sub-committee is mus- 
tering the forces of the automo- 
bile dealers who sell gasoline and 
oil. Markham plans to show that 


immediately wage | 





the present taxes are not only ex- 
cessive and unreasonable, but that 
they have cut into the business 
of dealers by reducing the use of 
cars. Bootlegging of gasoline from 
one state to the other, creating 
tax evasion conditions and other 
evils have resulted. 


See Increases 


Moves have been started in a 
number of states to increase the 
already high taxes during the 
present legislative sessions and 
action by those engaged in the 
warfare has already brought to 
a standstill the tendency to cre- 
ate new increases. 


The committee claims that even 
though there has been vigorous 
opposition to the proposed in- 
creases, politicians are still work- 
ing hard to put through new 
measures. Aid is needed from 
every dealer in the country, and 
if concentrated in the right di- 
rection it will prevent new meas- 
ures which will have a tendency 
to curb still more the sale of 
gasoline and oil. It is not thought 
possible, however, that there will 
be any decrease in the federal 
taxes, due to the already over- 
crowded short session of Con- 
gress which will prevent tax re-| 
duction consideration. The taxes | 
are to be fought out in the ses- | 
sions of the state legislatures. 

Nine states in the middle west 





New City Coaches 
Placed in Service| 


BALTIMORE, Md. —A fleet ot | 
15 new White 32-passenger City | 
Coaches have been placed in serv- | 


@ 


will hold sessions this month and | 
information received by the com- | & 


mittee indicates that there will be 
a healthy opposition to any in- 
creases and that decreases may 
be expected in several cases. In 
Kentucky a bill has been intro- 


duced calling for a reduction of | 


the gasoline tax to a point below 
the present five-cent state tax 
rate. In Massachusetts, the leg- 
islature will consider a change in 


Jan. 1 to Apr. 1. 
tends that tax revenues can be 
increased by stimulating gaso- 
line consumption, by allowing 


owners to drive their cars in the! 
instead of cutting off | 


interim 


revenue by a Jan. 1 deadline for 


MAIL THIS COUPON | F 
BOUT STORE FRONTS 


FOR FACTS 


ice here by the Baltimore Transit | ' 


Co. 
The first street bus operations 


ever attempted by a street rail-| - 


way company in the United States 
were started on the Charles St. 
line in Baltimore several years 
ago. At that time, buses pur- 
chased from the White Motor Co. 
were placed in exclusive service 
by. the transit company. The 
Whites proved so satisfactory they 
have been in use ever since. Some | 
of the buses and service trucks 
still in use by the Baltimore Tran- 
sit Co. have from 350,000 to 400,000 
mileage on them. 

The most unique feature of the 
new White City Coaches is the 
12-cylinder horizontally - opposed 
engine. The symmetrical design 
of the “pancake” engine is said 
to permit a perfectly balanced 
mounting with the transmission 
units entirely below the floor and 
between the wheels, This balance 
and location of weight lowers the 
center of gravity so that pitching 
it is said is eliminated and side- 
sway is reduced to a slow, com- 
fortable motion. 

Appearance, operating superiori- 
ties, quiet engine and transmis- 
sion, balance, absence of fumes, 
clear vision, the latest safety de- 
vices, and good seats provide| 


HERE IS an Auto Dealer 





ONE OF A FLEET of 15 new White 32-passenger city coaches 
placed in service in Baltimore, 


registration, and that the revenue In Mississippi, a strong drive 
will stay normal after Apr. 1 be-| will be made to reduce the state 
cause of seasonal increased driv-| gas tax from six cents to four 


ing and demand for gasoline and | cents. The South Carolina rate of | 


oil. | six cents will be attacked as will 
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Name 


Tam [1] am 


Payment Plan, 


the tax in North Carolina. The 
storm center will be in New Jer- 
sey, where a fight will take place 
on the question of tax diversion. 
Rhode Island will also fight on 
tax revenue diversion. 


In New York, where an emerg- 
ency tax of two cents has been 
added, a majority of the newly- 
elected members of the legisla- 
ture are in favor of a total elim- 
ination of the tax. 


In addition to the fights on in- 
creases in many states, the Na- 
tional Oil Marketers are propos- 
ing a plan whereby the states 
will control the operations of cor- 
porations within their bounda- 
ries on the basis that no domestic 
corporation shall be granted a 
charter to engage in both manu- 
facturing and distributing on the 
| grounds that such operations are 
unfair to the independent station 
operators. 


State 


- ‘ 
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This book contains complete information about 
Pittco Store Fronts and interior painting; price 
data; “before and after” photographs of actual 
Pittco-remodeled properties everywhere; and 
interesting statistics on how modernization meant 


better business to the stores pictured. For the 
sake of bigger profits, read this book. Sign and 


mail the coupon for your free copy. 
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patrons with a ride more com- 
fortable and agreeable than has 
hitherto been their experience in 
passenger coaches. 


in Pittsburgh, Pa., whose 
quarters are made mod- 
ern and attractive in ap- 
pearance by the use of a 
new Pittco Store Front. 
The new Pittco Front in- 
vites customers into the 
show room and indicates 
the better service and 
automobiles they may 
expect to find there. 


Listen to the Music You Love played 

on the air by the Pittsburgh Symphony 

Orchestra, Watch your local papers 
for announcement of first program, 


Ps 
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_glass...metal, d pein 


OTHING important 

making car sales than the exterior 
appearance of your show rooms. Your 
cars and service may be of the best... 
but unless your show rooms are modern 
and attractive to prospective car buy- 
ers, you can’t get them to come in and 
take advantage of what you have to 
offer! That’s why so many dealers are 


PITTSBURGH PAINT 
fac: 
POLISHED PLATE 

_ GLASS 
TAPESTRY GLASS 


PRODUCTS OF 


remodeling their show rooms with new 
Pittco Store Fronts. A new Pittco Front 
brings prospects in... and gives you a 
chance to sell them. So retain an arch- 
itect to design a new Pittco Front for 
your show room ... our staff of experts 
will gladly cooperate with him in design 
and installation. Then you'll have a 
Front that’s as modern, as good-looking 
and as business-drawing as the cars 
you sell! 


Pittsburgh Time Payment Plan 


Now you can purchase a new Pittco 
Front out of profits! 2 years to pay. 
Merely make a 20% down payment 
and pay the balance in easy monthly 
instalments at low F. H. A. rates. 
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Co. Challenges Nebraska Law 


Trucking 


Claims Relief From Measure 


Under U.S. Carrier Control 


LINCOLN, Neb.—An injunction 
vitally affecting the trucking of 
new cars from the factory into 
Nebraska has been granted the 
Mack Transport Service of Lin- 
coln which makes it a business 
to truck in new cars. The trans- 
port company contends that the 
new motor carrier act giving the 
federal government control over 
trucks engaged in interstate com- 
merce voids S. F. 115 of the 1935 
Nebraska legislature, fixing the 
size of trucks. 

The motor carrier act passed by 
congress went into effect last 
October, while the Nebraska law 
went into effect last August. It 
is the contention of the transport 


Wee! Yous Zz PONTIAC 


YOU SEE STYLE...SAFETY...COMFORT 
DEVELOPED TO HIGH DEGREE 


sure in any emergency. And overhead in Pontiac is the 





service that it, being engaged ex- 


interstate commerce 
automobiles from 
Michigan, is not subject to the 
Nebraska provisions regulating 
size of trucks. The state con- 
tended that the federal act has 
no regulation as to the size of 
trucks or as to load and there- 
fore the Nebraska law is still in 
effect as to trucks engaged in in- 
terstate commerce as well as in- 
trastate. The contention of the 
state in a similar suit in Texas 
was upheld by the Supreme court, 
according to Assistant Attorney 
General Stubbs. 

The Mack company has four 
tractor semi-trailer outfits. The 


clusively in 
in hauling 


7s bright and gleaming smartness of Pontiac is one 
of the highlights of every highway. But there is much 


more than eye appeal behind the growing popularity of 


this style-setting car. 


There’s comfort, for one thing. Knee-Action irons the 


roughness out of roads for Pontiac owners, and Fisher . 


No Draft Ventilation keeps passengers in snug, draft- 
free comfort no matter what the weather. 


There’s spaciousness, for another thing. Pontiac’s 
fine-finished interiors are generous in their roominess, 
delightful in their arm-chair comfort. 


There’s safety for a third thing. Underfoot in Pontiac 
are perfected hydraulic brakes — smooth-stopping and 


er 


THE MARK OF THE MODERN CAR 


| ONE-PIECE SOLID STEEL 
| om GENERAL Motors CARS ONLY: CHEVROLET - PONTIAG OLDSMOBILE- BUICK , 
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ie ial ak aS — a iin ah 


df 


NEW MACK Traffic type model, just introduced, These light- 
weight trucks feature increased payload space by use of condensed 





Turrer'To 


* Registered 


front-end construction. 


Nebraska law provides that they 
shall not be more than 35 feet 
long. The trucks in question are 
39% feet long. The federal law 


permits trucks already in use to 
continue, the trucking company 
contended. The Mack company 
claims it cannot operate the 


Admiring America calls Pontiac “the Most Beautiful 


Thing on Wheels” — and this picture shows why! 
The clean, flowing lines of the solid steel “Turret Top” 
Body by Fisher help keep Pontiac in the van of the 
style parade, the fashion-setter of the highway 


one-piece solid steel “Turret Top,” lending the protec- 
tion of seamless steel, plus an extra rigidity which keeps 
the whole car tight and solid. 


Pontiac bids for your attention by outward beauty that 
earns notice in any company. It earns your respect as 
a judge of car values by its ability to perform long and 
well at low cost. It merits your selection by such stand- 
out value features as the one-piece solid steel 


“Turret Top” Body by Fisher. 


ODY BY 


bed 
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trucks if the Nebraska law is up- 
held and obtained a temporary 
restraining order when the law 
went into effect. 


The trucking company contends 
that the law is an unwarranted 
and unreasonable use of the police 
power as it permits a truck and 
trailer type to be 45 feet long. 
The company contends that this 
type is more dangerous upon the 
highway than the truck and 
semi-trailer. 


The trucking company pays a 
total of $1,924 per year in license 
fees to operate—$400 in Nebraska, 
$20 in Iowa, $440 in Illinois, $738 
in Indiana and $326 in Michigan. 
In Illinois the length of trucks is 
35 feet for the semi-trailer type, 
but a special order was issued to 
let the 40-foot semi-trailers oper- 
ate. The Nebraska company’s 
semi-trailers are of legal length 
in the other states traversed in 
operating between Michigan and 
Nebraska. 


Mack Announces 


Two New Models 


NEW YORK.—Two new lighter 
Traffic Type models are an- 
nounced by Mack Trucks, Ince. 


Known as the EC and EB, the 
new trucks are corresponding 
models respectively to the con- 
ventional models BG and BF. In 
design and appearance they ad- 
here closely to the present Mack 
traffic type models CH and CJ, 
which. have been in production 
for over two years. 


Through their condensed for- 
ward construction, the new 
models in each case save three 
feet in length over the corres- 
ponding models, besides providing 
one-third, two-thirds gross weight 
distribution. 


Modernly styled, the cabs of 
the new models have a sloping 
front sheet and windshield. The 
roof is of all-metal construction 
and is built integral with the cab. 


Located between the floorboard 
and the seats, the engine is cov- 
ered by a double-shell housing of 
aluminum insulated on the inside, 
and seating in a  felt-filled 
channel. This inclosure is in 
two parts, both of which are 
easily removable. Removal of 
the mainhousing provides access 
to the spark plugs, distributor, 
generator, and cylinder head. The 
oil filler and bayonet gage is ac- 
cessible through a trap in the left 
floorboard, while the valve tap- 
pets, manifold, and carburetor 
can be reached by removing the 
right floorboard. 


Both the new models are 
powered by six-cylinder engines. 

The EC has a 3% by 5 bore 
and stroke and developing 79 
horsepower at a governed speed 
of 2,300 r.p.m. while the 3% by 5 
EB engine produces 92 horse- 
power at the same _ governed 
speed. 


Next ASI Show 


Plans Discussed 


CHICAGO.—-Plans for the next 
ASI show and an attempt to iron 
out past differences featured a 
meeting here yesterday, attended 
by officials of the National Stand- 
ard Parts Assn, Motor and Equip- 
ment Wholesalers’ Assn. and 
Motor and Equipment Manufac- 
turers’ Assn. 


G. N. Lockridge, vice-president, 
and B. W. Ruark, general man- 
ager of MEWA; F. G. Wacker, 
president, and A. XH. Ejichholz, 
general manager of MEMA; J. P. 
Muller, president, and E. P. Chal- 
fant, executive vice-president of 
NSPA, attended. 

Questions of exhibiting at and 
admission to the show were 
among the chief points of dis- 
cussion. 





NEW YORK.—The parts and 
equipment industry had a much 
better year in 1935 than it did in 
1934. 


The profit gains reflected the 
44 per cent increase in automobile 
production last year and the heavy 
fourth quarter production caused 
by the fall announcement of new 
1936 models. 


Preliminary report of the Elec- 
tric Auto-Lite Co. and subsidiaries 
showed an increase of 183 per 
cent over 1934 in net earnings 
available for the common stock. 
Net profits were equivalent to $2.20 
a common share, compared with 
78 cents a share in 1934. Auto- 
Lite’s earnings were the _ best 
since 1931. 


Sales Up 20% 

Preliminary figures for Stewart- 
Warner Corp. indicate a net profit 
of $1.36 per capital share, against 
46 cents a share in 1934. These 
profits, the largest for the com- 
pany since 1929, were achieved 
on an increase of about 20 per 
cent in sales, 


The high rate of activity dur- 
ing the fourth quarter is reflected 
in Auto-Lite’s indicated earnings 
of 89 cents a common share in 
that period, or 40 per cent of its | 
net for the common in the full 
year. In the fourth quarter of 
1934, the company incurred an in- 
dicated loss. 

Stewart-Warner, had an indi- 
cated net of around 30 cents a 
share in the fourth quarter, 
against less than 1 per cent a 
share in the like period of 1934. 

Gains 5% to 150% 

For the parts industry as a 
whole, fourth quarter operations 
accounted for roughly one-third 
of aggregate profits for the year. 

Available estimates on the 1935 
profits of other leading automobile 


Steel Mills Busy 
Despite Low Point 
In Motor Orders 


YOUNGSTOWN, O.—Low point 
in automotive steel buying was 
reached this week in a steadying 
of steel operations rate which 
had been gradually dropping dur- 
ing the month, a survey Monday 
revealed. 


Fall off of automotive awards 
did not seriously effect the steel- 
works operations, however, be- 
cause it was offset by the out- 
standing market development of 
heavier steel products for rail- 
roads and construction work and 
slowing up shipments of products. 
Operations in some steel plants 
were curtailed due to a shortage 
of gas. The adverse weather con- 
ditions also .affected retail sale 
of automobiles, according to re- 
ports from dealers. 


The $2 a ton advance on semi- 
finished steel becomes effective 
Feb. 15. There is a strong move 
by producers to curb price con- 
ecessions on automotive _ steel, 
which are being sought by many 
large consumers since revelation 
of the steel industry’s fourth 
quarter statements. 


Pittsburgh, Wheeling and Buf- 
falo were the only points where 
steel operations advanced last 
week. Youngstown dropped one 
point to 60 per cent, Chicago one 
to 52 and Cleveland 8 to 59. The 
other points were unchanged from 
last week. 


Republic Spends Million 
YOUNGSTOWN, O. — Republic 
Steel Corp. will spend more than| 
$1,000,000 this year on improve- 
ments of its Youngstown and 
Warren plants, executives have an- 
nounced. 
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Parts, Equipment Makers Show Large °35 Profits 


Increase Reflects Rise 
In Automotive Production 


equipment companies which have 


not yet reported, indicate that 


gains ranging between 5 per cent | 
and 150 per cent will be shown | 
over 1934 in individual cases. Esti- | 


mates of common share earnings 
of six companies in 1935 are com- 
pared with the actual 1934 share 
earnings in the following table: 


1935 1934 

Bendix Aviation $1.40—1.45 $0.90 
Bohn Aluminum .... 4. —— 4.55 4.31 
Borg-Warner 3.06 
Eaton Mfg. . 1.44 
Motor Wheel é 0.48 
L. A. Young 35 2.08 
Parker Rustproof, 
ported some time ago, showed net 
profit equivalent to $6.64 per com- 
mon share in 1935, against $5.78 


a share in 1934. 
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ALL WEATHER is the same to this all-weather De Soto convertible sedan. Special insulation in- 
creases comfort and a special frame adds to safety and reduces rattles and noises. 


drive 


OLKS LOOK for luxury inside a car 
F today, in every price range. They can 
have it! Sleek, low-pile mohair velvets offer 
them the same beauty they enjoy on the finest 
upholstered furniture. Riding in a Velmo- 
upholstered car is as comfortable as sitting 
on a deep-cushioned divan. 


When customers are shown these beautiful 
new car interiors, explain to them why Velmo 


mohair velvet is used. Tell them how kind 


HOME.. 


it is to clothing, preventing friction and shine; 
how clean and dust-shedding it is; how it 
keeps passengers from sliding; how cool in 
Summer, because it is a ventilated fabric. 


Last, but most important in driving home a 
sale..tell them how the permanence of Velmo 
will increase the resale value of a car, because 
mohair velvet is the one upholstery fabric 
that has proved to be literally “Good to the 
Last Mile!” 


VELITO 


MOHAIR VELVET 


A GOODALL 


L. C. CHASE & COMPANY, INC. 
selling division of Goodall-Sanford 
295 Fifth Avenue, New York 
Boston « Chicago *« Detroit « San Francisco 


SANFORD PRODUCT 
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Expert Advises on Chevrolet Service Kinks 


Gives Service Pointers 


On Chrysler Clutches 


EpiTor’s Note: Paul Dumas, service maintenance editor 
and author of the new Flat Rate Manual, this week treats 
of the problems encountered by Chevrolet service men in 


the field. 


Similar problems that may trouble ADN readers will be 
gladly answered by Dumas if they are mailed to him in 
care of this publication. In the course of the present series 
of service articles, Dumas will describe proper maintenance 
methods for all of the 1936 cars. 


By PAUL DUMAS 


. We service approximately 
52 Chevrolet passenger and com- 
mercial cars in our shop. One of 
our customers has a fleet of 16, 
another a fleet of nine all 1935 
models. We have had surprisingly 
little major trouble with these 
cars: There is one particular car 
though, No. 14 of the fleet which 
is the reason for this letter. 


This No. 14 has covered 17,000 
miles and although it is driven no 
harder than the others in the fleet 
it has burned three connecting 
rod bearings. The same oil is 
used on all cars of the fleet and 
although the driver is a young 
fellow he does not burn rods when 
he drives any of the other 15 
Chevvies. When the first rod 
burned we carefully checked the 
crank pin which is true and cir- 
cular within .001 inch. It is al- 
ways the No. 5 rod and the burn- 
out always occurs when the car 
is held at between 60 and 70 on 
these flat Indiana roads. It can 
be driven all day at 45 m.p.h. with 
no trouble. Each new rod that 
we installed was carefully fitted. 
If you can suggest the cause of 
this trouble we will sure appre- 
ciate it—J.H.S., Indianapolis, Ind. 


Premature Failure 


A. We have a hunch that your 
trouble is the same that we were 
called on to check a few weeks 
ago. Premature rod bearing 
failure is caused by improper aim- 
ing of the oil jets, resulting in 
under lubrication of the bearings 
at high speed. 


The 1935 Chevrolet engine uses 
a combination splash dip feed and 
jet system of lubrication, described 
by Chevrolet as a “Pressure 
Stream Oiling System.” It differs 
from previous models in the use 
of an oil jet for high speed lubri- 
cation of each of the connecting 
rod bearings. The principle of the 
system is that the jets deliver a 
stream of oil to the lower rod 
bearing. 


At extremely high engine speeds 
the tendency of the rod dipper to 
channel the trough supply which 
would reduce the amount of oil 
reaching the bearing is offset by 
the jet stream which delivers oil 
to the rod dipper at a pressure 
which increases in direct propor- 
tion to the speed of the crank- 
shaft. 

If the jet is incorrectly aimed, 
the stream of oil will strike only a 
portion of the oil dipper or might 
miss it entirely with a consequent 
tendency to under-lubrication of 
the connecting rod lower bearing. 
On complaints of chronic rod 
bearing failure it is advisable to 
check the aim of the jets. 

Need Special Kit 

Note: In order to check the 
height and aiming of the oil noz- 
zles and pipes, it is necessary to 
have the Kent-Moore kit No. J793. 
This consists of the target, 
wrench, faucet and depth gauge 
and may be purchased from the 
Kent-Moore Organization, General 
Motors Research Bldg., Detroit. 
List price is $7. 

First step in the correction of 
this condition is to remove the oil 
pan assembly and check the 
height of the oil nozzles (jets) and 
pipes with the Chevrolet height 
gauge. The side of the gauge 
marked “front” should be towards 
the front of the oil pan with the 
hook side engaging the oil pan 


edge as shown in Fig. I. Correct 
setting is when the end of the 
nozzles and the curve of the oil 
pipes clear the gauge. This test 
and correction insurés the correct 
vertical aiming of the nozzles. 
Now check the horizontal or 
sideways aim by use of the Chev- 
rolet Oil Pan Target Gauge as 
shown in Fig. 2. With the gauge 


installed as shown tip the oil pan 
assembly to an approximately 45 
degree angle toward the gauge to 
prevent restriction of nozzle flow 
due to water backing up in 
troughs. With pan in this posi- 
tion place the faucet of the J793 
kit, hooked up with the city water 
pressure, into the oil intake pipe 


Fig. 2 


as shown. Open the valve suffi- 
ciently to just straighten the 
streams from the nozzles. Each 
stream should pass through the 
center of its hole in the target 
gauge. If any stream is misa- 
ligned as shown at “incorrect” in 
Fig. 2, carefully straighten the 
nozzle until it does. 

After the correction, recheck the 
vertical height of nozzle with 
gauge. 


Chrysler Clutch Chatter 


. As we specialize in Chrysler 
built cars, we naturally service 
quite a few of this make. The 
work that we have done on 1935 
models so far has mostly been 
tune-up, tightening, and brake 
maintenance. 

We do have however for regular 
service, an Airstream C6 and an 
Airstream 8 CZ that have given us 
trouble with clutches, In each 
case a distinct chatter was felt 
in the clutch when starting the 
car in first or reverse gears. New 
clutch discs were installed in both 
cars in the early summer, and, 
oddly enough, they have both de- 
veloped the same chatter again 
recently. We have not been able 
to find any evidence of oil or 
grease getting on the disc facings. 

Is the procedure for installing 
or adjusting these clutches differ- 
ent than on previous models? If 
not, is there any information you 
can pass along to help with thi 
condition ? ° 

A. We assume from your let- 
ter that the new clutches when in- 
stalled were properly set up and 
adjusted. Since there was no 
evidence of oil or grease on the 


CLEAN AND SHINY. With the new General Electric service kit 
hung on the front bumper, this service man is using cotton and re- 
flector cleaner as part of his procedure to give the motorist more 


light from their headlamps. 


facings, the trouble is probably 
due to flexing of the engine rear 
support cross member. 


To prevent this flexing, the 
Chrysler Corp. now furnishes 
diagonal braces which fasten to 
the engine rear support cross 
member and to the underside of 
the x member of the frame. These 
braces are packed as a service 
package under part No. 656486 
Engine Rear Support Cross Mem- 
ber Package. Write the Chrysler 
Corp. or consult the nearest deal- 
er for financial details. 


Proper Procedure 


The proper procedure for in- 
stallation is as follows: 


1. Remove the two center bolts 
fastening the engine rear rubber 
mounting to the engine rear cross 
member. 


2. Place the spacer, part No. 
657106, on the bottom in the cen- 
ter of engine rear support with 
the ribs up. 


3. Insert bolts, part No. 120669, 
in holes in end of braces, part 
No. 657105, and fasten spacer and 
braces in position, using lock- 
washers and nuts, part Nos. 
120382 and 120369. 


4. Place the rear ends of the 
braces in position directly in the 
center of the frame cross mem- 
ber, and mark locations for drill- 
ing frame. Important! Do not 
drill frame at marks just made. 
Measure % inch forward of cen- 
ter of marks and drill one %-inch 
hole in each frame side rail. 


5. Loosen the bolts at front 
end and spring engine rear cross 
member forward enough to per- 
mit installation of the rear bolts. 
This “preloading” is necessary to 
keep the braces under compres- 
sion. Place spacer part No. 
657109 on top side of lower sec- 
tion of the frame, and install bolt 
part No. 120647 through the hole 
in the brace, the frame and 
spacer. Assemble lockwasher and 
nut parts Nos. 120382 and 120369 
to bolt and tighten. 


Causes Listed 


If the clutch chatters after 
these braces are installed, care- 
fully check the following possible 
causes of improper action: 


Broken weld on reinforcement 
plate. These plates, near the 
frame side rails at each end of 
the engine rear support are tack 
welded in position. These welds 
should be continuous and should 
fasten both front and rear edges 
of the plates on both sides of the 
ear. If these need welding, and 
a torch is used, pack the engine 
rear rubber mountings with wet 
asbestos paper before applying 
heat to the cross member. 


Incorrect alignment of clutch 
pedal linkage. 


Damaged pressure plate. 


Minneapolis Assn. 


Schedules Meet 


MINNEAPOLIS.—A meeting of 
Minnesota automobile retailers 
has been called here for Feb. 10 
the Minnesota Automobile Dealers 
Assn. 

Its purpose is to improve the 
motor sales situation by elimi- 
nating losses on used automobiles, 
promoting better sales methods 
and placing automobile retailing 
on a more sound basis, Arnon N. 
Benson, secretary of the associa- 
tion, announced. 

The National Automobile 
Dealers Assn. is joining in spon- 
soring the meeting and will furn- 
ish three speakers. 

Automobile dealers this year 
will have excellent opportunity 
to increase sales volume and re- 
coup losses of depression years, 
Benson declared. 


GE Launches Safety 


Chgo. Sales Hit 
8,864 Units For 
January, 1935 


CHICAGO.—Still reflecting the 
impetus of fall model introduc- 
tions and the Chicago show in 
November, new car registrations 
for January in Cook County to- 
taled 8,864 units, a gain of 78 per 
cent over the 4,977 figure the 
same month last year, according 
to the R. L. Polk & Co. figures 
just released. 


Although the total was slightly 
behind the sensational all-time 
December record, a number of 
makes reversed the trend by turn- 
ing in gains over the preceding 
month. These were Ford, Chevro- 
let, Studebaker, De Soto, Cadillac- 
LaSalle, Hupmobile, Reo and 
Willys. Auburn held even with 
the month before. Ford again 
retained the lead with 2,181 units. 
Chevrolet was second with 1,794, 
Plymouth third with 1,183, Dodge 
fourth with 860, Oldsmobile fifth 
with 578, Pontiac sixth with. 497, 
Buick seventh with 428, Hudson- 
Terraplane eighth with 232, 
Chrysler ninth with 187 and 
Packard tenth with 185. In order 
followed Studebaker with 172, De 
Soto with 160, Nash - LaFayette 
with 159, Cadillac-LaSalle with 
130, Graham with 30, Auburn 
with 29, Lincoln Zephyr and Lin- 
coln with 20, Hupmobile with 15, 
Reo with:12, Willys with 10, and 
Pierce-Arrow with 2. 


Mack Truck Gets 
Order for 160 Buses 


NEW YORK.—Mack Trucks, 
Ine., announced today an order 
for approximately 160 buses, one 
of the largest ever received by 
the company. 

It came from the Portlana 
Traction Co., Portland, Ore. The 
buses will be built at Allentown, 
Pa. The buses will cost approxi- 
mately $2,000,000. 


Drive 


Built Around Service Kit 


CLEVELAND, O. — An educa- 
tional, automobile safety-lighting 
campaign—with a novel lighting 
service kit as its “spark plug,” 
with special promotion material 
for “quick starting,” and a “Lamp 
Inspection Week” for its ignition- 
key— is the contribution of Gen- 
eral Electric’s Incandescent Lamp 
Department to merchants of its 
auto bulbs and to the driving pub- 
lic. 

This campaign, launched Mar. 1, 
and reaching its climax during 
“Lamp Inspection Week,” Mar. 24 
to 31, will drive on into the spring 
and summer months. 


The GE lighting service kit, a 
compact metal box measuring 7% 
by 5% by 3% inches, contains all 
of the materials necessary to clean 
reflectors and lenses, It includes 
a shelf for storing spare, popular 
types of auto lamps for such times 
when replacements are necessary. 
The box is equipped with a handle, 
for carrying purposes, and two 
lugs, at the rear, so that it may 
be hung on the bumper when in 
use. A special screw driver, for 
the hard-to-get-at side screws, a 
ean of reflector cleaner and a 
large supply of cleaning cotton 
completes the outfit. 


Directions to service men tell 
when and how to use the new kit 
and what it does. 


Geared to the GE lighting serv- 
ice kit. and “Lamp Inspection 
Week” is a barrage of “safe see- 
ing—safe driving” advertisements 
in the national magazines, tie-in 
window streamers, large display 
pieces done in seven colors, sets of 


smaller night - driving safety - re- 
minders for counters and island 
cabinets, lapel buttons, and edu- 
cational leaflets for motorists’ en- 
lightment. 


Willys Gets Prize 


In Yosemite Run 


TOLEDO, O.—AIl previous per- 
formance records were again 
toppled by the Willys which won 
first, second and third prizes in 
the 1-A class during the 352-mile 
mountainous Los Angeles - Yos- 
emite economy run last month. A 
prize was also won for being first 
car to arrive in the valley. 

First prize was won by a Willys 
piloted by H. R. Gwynn, which 
averaged 33.21 miles per gallon of 
fuel at an average speed of 29 
miles per hour. 

Another Willys, driven by L. T. 
Solender, won the trophy for be- 
ing the last car to leave the 
starting line and the first to ar- 
rive at the finish line. In this 
record trip, the Willys averaged 
41 miles per hour and averaged 
25.9 miles per gallon of fuel. 

A third Willys won second 
prize for economy by averaging 
32 miles per gallon at an average 
speed of 29 miles per hour. 

On this run it was necessary 
for the cars to climb one moun- 
tain range for 35 miles up to an 
altitude of 4,600 feet and then 
steadily ascend the last 75 miles 
into Yosemite at altitudes as 
high as 5,000 feet. 
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NSPA Membership Roster Nears All-Time High 


Nearly 600 Concerns Now 
In Group, E. P. Chalfant Says 


DETROIT.—Action of the mem- 
bership and marketing research 
committees and the board of di- 
rectors of the National Standard 
Parts Assn., which met in Detroit 
during the last week in January, 
resulted in the following high- 
lights: 

1. Unanimous vote in favor of 
holding the 1936 ASI show during 
the week Dec. 7-11. 


2. Election to membership of 
34 concerns, the addition of which 
to the NSPA roster boosts its 
total to a new all-time high well 
on the way to the 600 mark. 


3. Approval of the testing out 
in one or more manufacturers’ 
product groups, of a plan aimed 
at standardization of quality in 
parts and incorporating the use 
of a mark of approval on mer- 
chandise meeting the specified 
standards. 

4. Issuance to manufacturers 
by NSPA wholesalers’ board of 
governors of a resolution calling 
attention to the necessity of some 
provision being made in order 
that wholesalers may meet the 
demands of the social security 
taxes, first payment on which is 
due next January. 

Favors Exhibition 


While not unexpected, it should 
also be reported that the NSPA 
board, to which, at the associa- 
tion’s Atlantic City convention, 
authority had been delegated to 
decide as to the type, time and 
place of the 1936 show, went on 
record as in favor of another 
jointly sponsored exhibition for 
which tentative plans were signed 
by presidents of NSPA and 
MEMA at Atlantic City. 

In favoring an early December 
date for the 1936 show, the NSPA 
board, comprised of equal num- 
bers of jobbers and manufactur- 
ers, took into consideration pos- 
sible show dates from late Oc- 
tober through late February. Jan- 
uary and February were ruled 
out on the basis of their nearness 
to the spring selling season. Oc- 
tober was believed to be too ear- 
ly in the fall and November was 
almost automatically eliminated 
by elections on Nov. 3, Thanksgiv- 
ing on Nov. 26 and the holding 
of the New York and Chicago 
automobile shows during this 
same month. 

With the recent reduction of 
NSPA dues to $100 per year for 
wholesalers and to $200 per year 
for manufacturers, NSPA, ac- 
cording to E. P. Chalfant, exec- 


Graham Starts 
On Winter Run 
To Test Economy 


BOSTON.—A Graham Crusader 
stock sedan recently left here en 
route to Los Angeles in a point 
to point winter economy tour. 
“Cannonball” Baker, veteran 
driver, is piloting the car. 

The tour, which is being offici- 
ally observed by a special repre- 
sentative of Automotive Daily 
News, will embrace practically 
every key city in the central and 
southwestern United States. It 
is being conducted not only in the 
interest of economical transporta- 
tion during the winter months, 
but also in furtherance of the 
national safety drives now being 
sponsored by the industry and 
traffic safety organizations 
throughout the country, it is said. 


Ala. Taxes Gain 


MONTGOMERY, Ala. — Revenue 
derived from the mileage tax for 
operation of motor vehicles for 
commercial purposes in Alabama 
last month totaled $23,429.32, as 
compared with $14,777,22 in Janu- 
ary, 1935, or an increase of $8,657.10, 
according to figures released by the 
state tax commission. 


utive vice-president, now has as 
its objective enrollment of a 
quality membership sufficiently 
large to make the association 
truly representative of the entire 
industry. 
Discuss Markings 

Of particular interest to both 
jobbers and manufacturers at- 
tending the association’s meet- 
ings was the discussion relative 
to the possibility of working out 
a@ plan whereby parts manufac- 
turers whose merchandise could 
qualify might display a mark of 
approval somewhat along the 
lines of the seal of the Good 
Housekeeping Institute or that 
of the Underwriters Laboratories. 
Details of the plan have not been 
released since they are now only 


in the experimental stage. One or 
more product groups, however, 
are expected to test out the plan, 
following which it will be ex- 
tended to other product groups 
as they desire it. 

In reference to the taxes levied 
by the Social Security Act, NSPA 
wholesalers pointed out that they 
will eventually be obligated to the 
extent of 6 per cent of their an- 
nual payroll. Present net operat- 
ing profits will be entirely elim- 
inated when the social ' security 
taxes are fully in effect if pres- 
ent gross margins and list prices 
continue, it was stated. 


Minute Man Moves 

HARTFORD, Conn—The Minute 
Man Product Co., of this city manu- 
facturers of Laecquerwax and Lac- 
quercleaner, has signed a new lease 
for manufacturing’ quarters. The 
new space, located on Spruce street, 
is larger than the space previously 
occupied. The additional floor area 
was made necessary by increased 
business. 


MEW A4 Schedules Two Meets 
For Chicago During Feb. 


CHICAGO. — Two important 
meetings have been announced 
by the Motor and Equipment 
Wholesalers Assn. headquarters. 
First will come the session here 
Feb. 7 of the policy grading com- 
mittee to formulate and submit 
recommendations to the execu- 
tive committee which will gather 
in Chicago Feb, 18. 


Acting on behalf of the board 
of directors the executive com- 
mittee at its meeting later in the 
month will rule for or against 
proposals that the MEWA become 
a party to the joint show of the 
industry this year. Other mat- 


ters scheduled to come up for 
consideration, it is stated, include 
action upon “a gratifying number 
of applications” for membership 
in the association; procedure in 
the battle against allegedly 
“monopolistic practices closing 
the markets to independents,” 
plans for the annual summer 
conference of regional associa- 
tion representatives, further ex- 
tension of the organization’s serv- 
ices to members, and continuous 
permanent representation in 
Washington. The MEWA is con- 
sidering the issuing of directors 
covering the selling policies of 
manufacturers. 


MANY dealers take a loss on cars 
taken in trade. For six months of 
1935, this loss was estimated at 
$77,805,000. Some regard it as a 
fixed cost of doing business—but 
we never yet have heard of a 
dealer who closed his ears to ways 
of cutting this loss. 

Give a thought to upholstery. It’s 
the most expensive single item in 
the body of the car, and often pre- 
sents a prime problem in condi- 
tioning a car for resale. Slip-covers 
over worn upholstery tend to make 
prospects suspicious—and even 
slip-covers cost money. Complete 


re-upholstering of badly worn or 
soiled interiors is entirely too 
costly. Delicate upholstery fabrics 
often need complete dry-cleaning 
—costly again! 

Here’s how many dealers avoid 
these losses. They’re specifying 
Mohair Velvet Upholstery when 
they order new cars from the fac- 
tory, because they know that—after 
years of satisfactory service—when 
these cars are traded in for newer 
models, there is practically no re- 
conditioning expense to put them 
in excellent shape, 


Mohair Velvet interiors can be 
easily reconditioned with soap and 
water, steaming, and a minimum 
amount of labor from your service 
department. There’s no need to buy 
slip-covers or to re-upholster worn, 
soiled interiors. 

Because new-car sales depend 
upon your ability to move used cars 
—and because your total profits de- 
pend upon your ability to resell 
used cars at a fair profit—it will 
pay you to specify and sell cars 
trimmed with Modern Mohair 
Velvet Upholstery. 


COLLINS & AIKMAN CORPORATION 
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1935 Car Truck Sales Total 3,254,591 Units 


Only Three Years Better; 
Registrations Jump 417% 


(Continued from Page 1) 


jump of nearly 
over 1934. That’s something to 
talk about, in any man’s lan- 
guage. 

During 1934 Ford and Chevro- 
let were running neck and neck 
as the closing returns on sales 
came in and it wasn’t until 
the last few counties trickled in 
that Chevrolet jumped into the 
lead to win by the well-known 
nose. In 1935, however, Ford got 
away to a flying start and took 
top honors in sales with 826,519 
units. This is a gain of 295,991 
units over the 530,528 scored in 
1934. In percentage, Ford gained 
55.7 per cent. Chevrolet held fast 
to second place in unit gains by 
a large margin. Last year’s sales 
were 656,698, or 121,792 units— 
22.7 per cent—ahead of the 534,- 
906 in the previous year. 

Packard Sales Leap 


From the percentage end of 
this registration story, Packard 
leaped into the field and left 
everyone else practically at the 
post when it chalked up a total 
of 37,653 registrations last year 
against 6,552 units in 1934, for 
the phenomenal gain of 31,101 
units, or 474.6 per cenit. When 
Packard introduced its “120” and 
predicted it was going places it 
meant it. 


Other makes ranking in the 
100 per cent or better bracket in- 
clude De Soto, with a jump of 
135.4 per cent (26,952 against 
11,447); LaSalle, 127.2 per cent 
(11,775 against 5,182), and Olds, 
108.4 per cent (149,375 against 
71,676). 


Dodge just missed the 100 per 
cent bracket with its 983 per 
cent increase (178,770 against 
90,139). Close on its heels came 
Pontiac with | a gain of 92.8 per 


Olds Caines Sales 
Triple Those ¥ 


Previous Year 


OAKLAND, Calif. — Fall an- 
nouncement of new models has 
proved highly successful in the 
Pacific Coast region, judging 
from Oldsmobile sales figures 
furnished here by G. R. Jones, 
Pacific Coast regional manager. 


“In the final three months of 


1934, Oldsmobile registered 1,309 | 


new cars in the Pacific region,” 
says Jones. “In October, No- 
vember and December of 1935, 
our total was 4,606 new cars, or 
considerably more than _ three 


times that of the same period of | 


1934. 


“Sales in California in January 
during the first 20 days indicate 
that we will close the month with 
a total of not less than 1,450 new 
cars for the month. For January 
of 1935, we delivered in Cali- 
fornia 588 new cars. 


“While undoubtedly a certain 
amount of the extra sales we re- 


ceived in the last three months | 


of last year would have been 
made early in 1936 if the cus- 
tomary January announcement 
had been followed this year, yet 
I am confident that the first five 
months of 1936 in the Pacific 
Coast region will show a gain of 
not less than 2,000 new Oldsmo- 
bile deliveries over the same 
period in 1935. Certainly there 
is every indication from the pres- 
ent outlook that this will be the 
case. 

“It is true that used car stocks 
were increased during November 
and December. But we regard 
this as perfectly normal in view 
of the heavy new car business 
during those months. December 
proved the peak month in sales 
for the entire year of 1935.” 





a million units| cent, and 1935 sales totaling 140,- 


122 against 1934’s 72,645. 

LaFayette came into its own 
last year and rose 87.5 per cent 
(17,445 against 9,301). Willys 
ended up the year with an in- 
crease of 58.7 per cent (10,439 
against 6,576). Ford, the volume 
leader of the year, can claim not 
only the heaviest unit increase, 
but a percentage gain of 55.7 
(826,519 against 530,528). Chrys- 
ler closed up its books for the 
year with a gain of 44.4 per cent 
(40,536 against 28,052). Buick 
captured the next place and saw 
its sales jump 38 per cent (87,- 
635 against 63,067). 

Cadillac, in the high price field, 
took no back seat and scored a 
gain of 36.5 per cent with 6,692 
units in 1935 against 4,899 in 
1934. Cadillac and LaSalle com- 
bined totaled 18,467 units in 1935 
against 10,081 in 1934, for a unit 
gain of 8,386, or 83.1 per cent. 

Nash, Graham Close 

Terraplane finished up the year 
with a rise of 32.9 per cent, which 
in actual figures was 53,838 
against 40,510. Plymouth gained 
26.5 per cent (382,985 against 
302,557), but fourth in unit gain. 
Nash and Graham finished the 
year with nearly identical gains, 
Nash nosing out Graham by a 
freckle. That freckle was 23.9 
per cent against Graham’s 23.8. 
Nash’s total was 17,739 units in 
1935 against 14,315 in 1934. Nash 
and LaFayette combined scored 
35,184 in 1935 and 23,616 in 1934. 
The unit gain was 11,568, or 48.9 
per cent. Graham came in with 
15,965 against 12,887. Chevrolet 
gained 121,792 units to get second 
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The 1935 Sales Race 


Passenger Cars 


1935 


826,519 


CHEVROLET 
PLYMOUTH 
DODGE 
OLDSMOBILE 
PONTIAC 
BUICK 
TERRAPLANE 
CHRYSLER 
STUDEBAKER 


PIERCE-ARROW 
MISCELLANEOUS 


place in unit increase (656,698 
against 534,906), but registered a 
percentage gain of 22.7 per cent. 


Lincoln jumped 14.9 per cent 
(2,370 against 2,061) and Hupp 
13.4 per cent (7,450 against 6,566). 
Hudson climbed up 11.8 per cent 
(21,587 against 19,307), and Reo 1.0 
per cent (3,894 against 3,854). 
Hudson and Terraplane combined 
accounted for 75,425 units in 1935 
against 59,817 in 1934, for a gain 
of 15,608, or 26.0 per cent. 

Auburn, Pierce - Arrow and 
Studebaker slipped a little last 
year. Studebaker dropped from 
41,560 in 1934 to 39,573 last year, 
a loss of 1,987 units or 4.7 per 
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cent. Auburn registrations in 
1935 totaled 5,163 against 5,536 the 
year before, a dip of 6.7 per cent. 
Pierce-Arrow, the only car ex- 
clusively in the luxury bracket, 
scored a noticeable sales increase 
the latter part of the year, but 
for the 12 months slipped from 
1,740 in 1934 to 875 last year, a 
loss of 49.7 per cent. 

Big Three Gain 58 Per Cent 

Accompanying this story is a 
table showing 1935 and 1934 to- 
tals, changes by units and 
changes by percentage. 

The “Big Three,” Ford, Chev- 
rolet and Plymouth, accounted 
for 1,866,202 registrations, or 68 





per cent of the entire industry. 
Their combined gains were 498,- 
211, or 58.2 per cent of the total 
gain. 

It is interesting to note that 
the 1,866,202 units registered by 
these three this year were practi- 
cally equal to the total of all 
1934 sales of 1,888,557. 

A truck gain in 1935 of 26.4 per 
cent, biggest gains showing gen- 
erally in the agricultural areas, 
is proof enough for anyone that 
farmers and business in general 
is on its way back, led by the 
automobile industry. 

Truck sales in 1935 totaled 510,- 
683 units against 403,886 in 1934. 

Biggest climb in sales was 
shown by Willys, which jumped 
from only 25 units in 1934 to 
2,280 in 1935, to register a gain— 
believe it or not—of 9,020 per 
cent. 


Ford Truck Leader 


Volume leader for 1935 was 
Ford, with 185,848 units against 
128,250 in 1934, a gain of 57,598, 
or 44.9 per cent. 

Second in volume was Chevro- 
let, totaling 167,129 against 157,- 
507 the year before, a gain of 9,622 
units or 6.1 per cent. Third 
place went to Dodge with 61,488 
against 48,252, for a jump of 27.4 
per cent and 13,236 units. 

International ended fourth in 
the volume race, scoring 53,471 
last year to 31,555 the year before, 
an increase of 69.4 per cent or 
21,916 units, an indication that 
International is well cn its way 
to new marks. 

Studebaker gained 4C3 units or 
22.7 per cent (2,100 against 1,697) 
and Terraplane 121 units or 23.3 
per cent (638 against 517). Next 
scorer in percentage gain was 
Stewart, which registered a jump 
of 144 units—19.5 per cent (880 
against 736). Diamond-T and In- 
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Truck Reglétration. Climb 26.4% During 1935 


Evidence 


Of Business Comeback 


(Continued from Page 28) 


diana closed the year with their 
percentage gains. close. Dia- 
mond-T’s 6,454 last year against 
its 5,440 the year before gave it 
a gain of 1,014 or 18.6 per cent. 
Indiana, with less volume, jumped 
from 729 to 862 for an increase 
of 133 units, or 18.2 per cent. 


Three Drop Behind 


Federal registered 2,190 units 
in 1935 against 1,962 the year be- 
fore, an increase of 228, or 11.6 
per cent. GMC was up 9.5 per 
cent, with 11,442 against 10,449, 
an increase of 993. 


Sterling started into the new 
year with a gain last year of 29.8 
per cent—174 against 134—for an 
increase of 40 units. Reo closed 
the year about the same as 1934, 
with 5,101 against 5,035, up 66 
units or 1.3 per cent. Brockway 
was up 2.6 per cent with a gain 
of 32 units—1,245 against 1,213. 

Autocar, White and Mack slip- 
ped a little below their 1934 to- 
tals. Autocar’s 1,001 last year 
was down 138 units, or 12.1 per 
cent from its 1,139 in 1934. White 
closed the year with a total of 
3,304—-16.6 per cent or 659 units 
behind its 3,963 units in 1934. 
Mack slipped from 1,830 in 1934 
to 1,515 last year, a 315 unit drop, 
or 17.2 per cent. 

January production has already 
tucked away a nice record that 
stands unbeaten in the history of 
the industry. Sales are expected 
to follow pretty closely the pat- 
tern laid down by the assembly 
lines and it is expected that reg- 
istrations during January, 1936, 
will set a new mark of their own. 

Apparently the industry isn’t 


going to slow down this year, 
judging by forecasts from the 
plants. Sales managers look to 
a record year ahead and with 
1934 and 1935 behind them they’ve 
had plenty of practice shooting 
at high marks. 


Ford Promotion 
Brings Activity 


In Twin Cities 


MINNEAPOLIS.—An extended 
series of dealer and public exhi- 
bitions, shows, radio broadcasts 
and sales contests, involving vir- 
tually every salesman, employe, 
dealer and service representative 
in the territory of the Ford Motor 
Co’s, Minneapolis-St. Paul branch, 
has created intense activity and 
quickened publie interest in Ford 
products, according to F. S. Rein- 
hardt, branch manager. 

“Seldom have we entered a 
new year with as much concen- 
trated activity as the current first 
quarter,” declared Reinhardt. 

Two of the major activities 
locally have involved factory ex- 
hibits. The first was the Ford 
dealers’ service clinic in which 
more than 600 dealers, salesmen 
and service representatives from 
Minnesota, North Dakota, -Iowa, 
South Dakota and Wisconsin at- 
tended daily. 

Another activity was the $60,- 
000 Ford precision exhibit in the 
branch display room which was 
viewed by 8,000 Twin Citians. 

Climaxing this activity were 


national broadcasts by Fred War- 
ing and his Pennsylvanians which 
is sponsored by Ford’s national 
dealer organization. One broad- 
cast by Waring, appearing at a 
Minneapolis theater, went on the 
National Broadcasting Co. chain 
over KSTP from the Radisson 
hotel, and the other over the net- 
work of the Columbia Broadcast- 
ing system via WCCO from the 
Nicollet Hotel. Attendance at 
these two broadcasts were by 
written invitation only from 
Ford dealers. 


Mexico on Brink 


Of New Auto Era 


NEW YORK.— Mexico is on 
the eve of great modern develop- 
ment Jose Rivera, general mana- 
ger of the Automobile Dealers 
Assn. of Mexico, predicted on his 
recent arrival to discuss auto- 
mobile and highway topics. This 
is due to the national programs 
sponsored by the Federal Govern- 
ment, as well as the local road 
projects in each of the 28 states. 


Rivera who has been in con- 
ference with the Automobile 
Manufacturers’ Assn. indicated 
that both 1934 and 1935 were 
record years as regards the pur- 
chase of automobiles in Mexico 
with the result that today there 
are 100,000 automobiles in Mexico. 


FWD Sales Gain 

CLINTONVILLE, Wis.—An_in- 
crease of 43 per cent in total sales 
for 1935 over the total for 1934 has 
been announced by Walter A. Olen, 
president and general manager of 
the Four Wheel Drive Auto Co. The 
record is one which has not been 
equalled since 1931, the second best 
year in the history of the company 
since the World War. 
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U. S. Motor Car Sales up 


In Peru, Bureau Reports 


WASHINGTON.—American mo- 
tor vehicles made notable gains 
in the Peruvian market during 
1935, according to a report from 
the Commerce Department. 


During the first nine months of 
1935, Peru imported 1,197 Amer- 
ican passenger automobiles, 1,388 
American trucks and 100 Amer- 
ican buses. In each case, it is 
pointed out, the totals were in 
excess of those recorded for the 
corresponding period of 1934. 


During the January-September 
period of 1935, American makes 
accounted for 94.6 per cent of the 
total number of passenger cars 
imported into Peru in that period, 
while the respective proportions 
for American trucks and buses 
were 97.8 and 98.6 per cent. 


Belgian Car Market 
Continues Increase 


WASHINGTON. The same 
unusual prosperity which charac- 
terized November, 1935, continued 
throughout December in the Bel- 
gian automcbile industry. Sales 
were quicker and more consider- 
able than for any other December 
upon record, and in cases of some 
makes the sales of the preceding 
December were not only doubled, 
but actually trebled, according to 
the automotive trade division of 
the U. S. Department of Com- 
merce, 


Better Roads to Aid 


Newfoundland Sales 
WASHINGTON. — An extensive 
highway construction program 
now under way in Newfoundland 
is expected to markedly stimulate 
the demand for motor vehicles in 
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that colony, according to a re- 
port from the American Vice Con- 
sul at St. John’s. 


At the close of 1935 there were 
3,903 motor vehicles registered in 
Newfoundland compared with 
3,369 in 1934, 


American makes account for 90 
per cent of the passenger cars and 
98 per cent of the motor trucks 
circulating in the colony, the re- 
port shows. 


Milwaukee Dealers 


Advertise to Vets 
MILWAUKEE.—Local automo- 
bile dealers lost no time in ad- 
vertising “bonus plans” for the 
purchase of automobiles follow- 
ing the passage of the veterans’ 
bonus bill by Congress. 

Dealers advertising plans per- 
mitting the purchase of cars now 
by veterans with small down pay- 
ments and small monthly pay- 
ments until the bonus is re- 
ceived included King-Braeger Co., 
Chevrolet, Mid-City Chevrolet 
Sales and the Deising Motor Co., 
Hudson-Terraplane. 


Lorraine 
"ie the way 


Since 1924, Lorraine Lights have 
been an important factor of safety 
to car owners. The Lorraine slo- 
gan, “The Finest Driving Light in 
the World” has never been chal- 
lenged. 


In 1936, there will be a greater 
interest in road lighting than ever 
before as a result of the safety cam- 
paigns now being carried on. Dur- 
ing the past year twice as many 
fatal accidents occurred after dark 
than during daylight hours. Good 
visibility is important and makes 
for safety. 


New Lorraine features include: 
New prefocus principle, lights fur- 
nished in colors to match paint of 
car, new twenty minute installation 
method, many mechanical improve- 
ments, and a floor display stand of 
$5.00 value given free to Lorraine 
dealers. 


The Appleton Electric Company 
offers the largest line of auxiliary 
lights in the country—18 Lorraine 
Models from $12.50 to $27.50. Fog 
Lights from $6.00 to $8.00, Road 
Lights, Police Lights, Warning Sig- 
nals, Clearance Lights and Direc- 
tion Signals. 


A well organized dealer plan in- 
cludes advertising and sales helps 
and other features. Sixteen factory 
salesmen and 240 wholesale dis- 
tributors cover the principal distri- 
bution territories, insuring prompt 
service. Write for complete infor- 
mation. 


APPLETON ELECTRIC COMPANY 
(AUTOMOTIVE DIVISION) 
1753 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 





Car and Truck 
Returns Up 219% 
For January, 36 


By C. J. ALEXANDER 


NEW YORK. — Dividend dec- 
larations by companies in the 
automotive industry started the 
new year sharply above 1935. 
Declarations in January totaled 
$3,495,000, comparing with $2,- 
132,000 a year ago, an increase 
of 64 per cent. The gain was ac- 
counted for by the car and truck 
companies, with the action of 
Packard Motor Car Co. in resum- 
ing payments on its stock having 
been the biggest factor. 

The car and truck companies 
declared dividends calling for the 
payment of $2,180,000, as against 
only $682,000 in January, 1935, an 
increase of 219 per cent. Dec- 
larations by parts and accessory 
companies amounted to $1,315,000, 
comparing with $1,450,000 a year 
ago, a decrease of 9.3 per cent. 

GM. Dividend 

February got off to a good start 
in dividend declarations when 
General Motors on Monday of 
this week declared the regular 
quarterly dividend of 50 cents a 
share, which means a distribu- 
tion of more than _ $20,000,000. 
Declarations in February last 
year were less than $15,000,000 
for all the car and truck. com- 
panies. The Chrysler dividend 
also will swell the February total 
still further, assuring another big 
gain for the current month. Gen- 
eral Motors declared only 25 
cents a share in the first quarter 
of last year. 

Collins & Aikman this week de- 
clared the regular of $1.75 a share 
on its preferred and 50 cents on 
the common, both payable Mar. 2 
to stockholders of record Feb. 17. 
The first payment on the com- 
mon of this company since 1928 
was made on Dec. 2, 1935, amount- 
ing to 50 cents. 

expectations in some quarters 
that General Motors would de- 
clare an extra at this time in 
view of the big 1935 earnings 
were unfounded. Those who held 
such hopes failed to realize that 
the company seldom, if ever, de- 
clares extras early in the year. 
The management usually waits to 
get a better line on probable 
earnings for the current year. It 
is being estimated in Wall Street 
that the 1936 net may exceed $4 
a share by a good margin, as 
against $3.69 in 1935. Increased 
earnings for most automotive 
companies are believed to be in 
prospect, but a better line on the 
outlook can be obtained after 
the spring automobile selling sea- 
son. The Chrysler report for 
1935 made good reading. 

Drop Hupp Plans 

It is reported that plans of 
Hupp Motor Car Corp. to raise 
additional money may have been 
dropped pending litigation. 

Thompson Products filed with 
the SEC an amendment stating 
that 5,980 shares of its new $5 
cumulative convertible prior pre- 
ferred stock would be offered pub- 
licly at $101 a share and accrued 
dividends. The offering was made 
this week. 

Stockholders of the Parker 
Rust Proof Co. have approved the 
plan to increase authorized capi- 
tal stock to 500,000 shares of 
$2.50 par value from 250,000 shares 





Stewart-Warner Corp. 


Shows $1,700,000 Profit 

CHICAGO.—Net profits of the 
Stewart-Warner Corp. for 1935 
was somewhat in excess of $1,- 
700,000, according to preliminary 
figures, officials of the company 
have indicated. This is more 
than three times the net income 
of $571,968 reported for 1934. 

Sales for 1935 were approxi- 
mately 20 per cent greater than 
in 1934. The company’s balance 
sheet at the close of 1935 shows 
cash of over $2,000,000, it is under- 
derstood, as compared with $1,- 
024,084 at Dec. 31, 1934. Dividends 
paid during the year were in ex- 
cess of $600,000. 
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Motor Dividends Show Sharp Gains Over 1935 


of no par value and the issuance 
to stockholders of three new 
shares for each old share. The ex- 


‘change will be made on Mar. 10, 


after which there will be 429,498 
shares outstanding. 
Auto Stocks Strong 

Automotive stocks were strong 
during most of the past week, 
with many individual issues reach- 
ing new high prices for this year 
and last. Among these were Borg- 
Warner, Clark Equipment, Chrys- 
ler, Collins & Aikman, Firestone, 
common and preferred; General 
Motors, Goodrich, common and 
preferred; Goodyear, preferred; 
Hayes Body, Libbey-Owens-Ford, 
Motor Products, Packard, Stew- 
art-Warner, United Carr Fastener 
and United States Rubber, com- 
mon and preferred. 

The Automotive Daily News 
stock price averages for Feb. 5 
compared as follows with the 
week preceding and the like week 
of last year: 

Year 
Ago 
21.06 
21.61 


Last 
Week 
24 motors 41.20 
10 car-truck co.’s 43.04 
10 parts-accessories 39.23 39.12 0.11 20.50 
4 tire-rubbers + 22.92 25.01 +2.09 15.25 


The tire and rubber stocks were 
outstanding during the week cov- 
ered by the averages, but the in- 
dex weight of this group was only 
sufficient to offset the decline in 
the parts and accessory shares 
which was caused chiefly by 
weakness in Bendix. Chrysler, 
Mack and Packard were features 
in the passenger car and truck 
group, but the other members of 
this classification failed to make 
much headway, with the result 
that the average was up only half 
a point. Firestone continued to 
be outstanding in the tire section 
of the list, although the others 
also were strong. 

Bendix Aviation declared the 
regular quarterly dividend of 25 
cents a share on its capital stock, 
payable Mar. 12 to stockholders of 
record Feb. 20. 

Timken Roller Bearing de- 
clared the regular of 50 cents and 
an extra of 25 cents on the capital 
stock, both payable Mar. 5 to 
stock of record Feb. 18. 

Ford Motor Co. of Belgium de- 
clared a dividend of 30 Belgian 
francs net, as against 57 francs a 
year ago. 


This 

Week Change 
41.71 0.51 
43.55 0.51 





motive issues included Packard, Mack and Yellow Truck. 


Commercial Credit Ends 


Best Year of History 


BALTIMORE. Commercial 
Credit Co. had the best year in 
its history during 1935. Volume 
of receivables acquired was the 
largest for any one year, amount- 
ing to $525,999,303.11 compared 
with $377,959,030.77 for 1934 and 
$442,807,262.18 for 1929, its best 
previous year. After charging 
off and providing ample reserves 
for all known losses and doubtful 
items, net income from opera- 
tions available for consolidated 
interest and discount charges 
was $10,491,748.36 compared with 
$7,682,972.44 for 1934. Consolidated 
interest and discount charges 
were earned 7.75 times for 1935 
compared with 5.61 times for 1934. 


Net income from _ operations, 
after providing for Federal and 
other taxes, credited to earned 
surplus was $7,800,133.10, a new 
high record, compared with $5,- 
391,132.51 for 1934 and $6,254,- 
142.23 for 1929. After payment of 
all dividends, aggregating $1,260,- 
843.36 on Capital Stock outstand- 
ing during 1935 having prierity 
over the Common Stock after de- 
ducting $2,117.75, income on min- 
ority common shares of subsidi- 
aries, there remained $6,537,171.99, 
or $6.03 per share, applicable to 
the average number of shares of 
Common Stock outstanding, upon 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Feb. 7, 3:30 P.M.—On the news of record-break- 
ing earnings and a higher dividend, Chrysler opened today 
with a block of 5,000 shares at 95%, up to 234. It lost some 
of the opening gain in later trading. 


Other active auto- 





which dividends were paid dur- 
ing 1935. This compares with 
$3,929,983.80 or $4.11 per share for 
1934. 


Net income applicable to divi- 
dends on the 1,166,932 shares of 
Common Stock outstanding Dec. 
31, 1935, was $5.60 per share ($3.36 
for the last six months) compared 
with $4.11 per share on the 954,052 
shares outstanding with the 
public on Dec. 31, 1934. 


Dividend Declared 


YOUNGSTOWN, O. —The quart- 
erly dividend of $1.87% a share 
on preferred stock has been de- 
clared by the Youngstown Sheet 
and Tube Co. directors. The divi- 
dend is payable Apr. 1 to stock of 
record Mar. 21. The company had 
the best year since 1931, a spokes- 
man said, adding that the annual 
statement, to be issued soon, will 
show earnings justifying the divi- 
dend payments. 


GM Declares Dividend 


NEW YORK.—The directors of 
Genera! Motors Corp. have declared 
a regular quarterly dividend of 50 
cents per share on the common 
stock, payable Mar. 12, 1936, to 
stockholders of record Feb. 13, and 
a quarterly dividend of $1.25 wer 
share on the $5 preferred stock, pay- 
able May 1, 1936, to stockholders 
of record Apr. 6. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, FEBRUARY 7, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Allis Chalmers Mfg. 
American C. & P. 
American Chain 
Auburn Auto 
Bendix Aviation 
Bethlehem Steel 


Briggs Mig. 

Budd Mfg. 

Budd Wheel Co. 

Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Gr. Br. 
Collins & Aikman 
Commercial Credit 
Commercial Investment T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Electric 
General Motors 
Glidden 

Goodrich, B. FP. 
Goodyear T. & R. 
Graham-Paige 
Hayes Body Corp. 
Houdaille-Hershey B 
Hudson Motor 
Hupp Motor 
International 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 
Lee Rubber & Tire ... 


(80c) 


Harvester 


Last Sale 
Feb. 7 Jan. 3 


1936 
High 


554 
29% 
334 
24% 
18 
21% 


19, Nash 


Last Sale 


NEW YORK Feb. 7 Jan. 31 


Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 

Motor Wheel 

Murray Corp. 


Pacific Mills 
Packard 

Raybestos Manhattan 
Reo Motor 
Republic Steel Corp. 
Socony Vacuum 
Sparks. Withington 
Spicer Mfg. 
Stewart-Warner 


(2)... 


Studebaker 


Thermoid Co. 
Thompson Products 


Timken-Detroit 


Axle 


Timken Roller Bearing 

U. S. Industrial Alcohol 

ie i i ooo nc seen camne 
Westinghouse E. & M. 

White Motors 

Yellow Truck 

Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 


Bendix 


Aviation 


Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 

Pines Winterfront 


DETROIT 


Federal Mogul 
Gemmer Mfg. 
Hall Lamp Co. 
Hoover Steel Ball 


Chrysler Net 
Highest Ever 
Report Shows 


NEW YORK.—The Chrysler 
Corp. reports net profits for 1935 
were the highest for any year in 
its history and the directors or- 
dered the disbursement of “a 
dividend” of $1 a share, compared 
with 75 cents paid in the previous 
quarter. 


The latest dividend is payable 
Mar. 31, to stock of record Mar. 
2. 


Net income of the corporation 
and its subsidiaries for the past 
year, after charges, amounted to 
$34,975,818, equivalent to $8.07 a 
share, as against $9,534,836, or 
$2.19 a share, earned in 1934. The 
best previous year for the organ- 
ization was 1928, when a net of 
$30,991,795 was reported. 


Full provision was made by the 
company in its balance sheet as 
of Dec. 31, for the distribution of 
$2,300,000 to its employes which 
was authorized after the close of 
the year. 


Sales to distributors and deal- 
ers of the various passenger cars 
and trucks manufactured by 
Chrysler and subsidiaries were 
said to have been greater both 
in the number of units sold and 
in dollar volume than in any pre- 
vious year. Unit sales were 41 
per cent above those in 1934 and 
more than twice the number sold 
in 1928. 


Unit sales to distributors and 
dealers during the year totaled 
843,599, compared with 597,756 in 
1934, while the dollar volume 
amounted to $516,830,333, com- 
pared with $362,254,625 the year 
before. 


The corporation’s statement dis- 
closed cash and marketable se- 
curities on hand at the end of 
the year amounted to $59,117,587, 
an increase of $26,701,744, as com- 
pared with the close of 1934. 


Toledo Business Up 


21% Over Jan. in ’35 


TOLEDO. — Toledo’s business 
volume for January averaged 21 
per cent ahead of the first month 
last year. 


This was indicated by the clear- 
ing house reports of bank debits 
showing that the total transac- 
tions through the banks amounted 
to $254,500 a week during the 
first month this year. A slight re- 
cession was indicated when the 
total business was $21,648,000 in 
the final week. 


The automotive industry, which 
has rushed at break-neck speed 
for more than three months, ap- 
peared to be taking a midwinter 
breathing spell. 


Automobile sales are expected 
to gain with return of good 
weather. Sales in Toledo in De- 
cember were 1,195 new cars and 
trucks, which was 131 per cent 
greater than the same month 
last year. The total for 1935 was 
12,162 cars or a gain of 3,304 
units over 1934. The November- 
December gain of 11.2 per cent 
was not quite up to average of re- 
cent years. 


Shaler Profit Up 


MILWAUKEE, Wis.—Slightly in- 
creased earnings for the Shaler Co., 
makers of automobile tire accessories, 
is reported in the annual statement 
of the concern showing a net profit 
after all charges of $80,924 com- 
pared with net of $76,887 in 1934. 


Chain Belt Profit 


MILWAUKEE.—Net profit of the 
Chain Belt Co. last year totaled 
$362,019, or $3.02 a share, after 
providing for depreciation, main- 
tenance, repairs and taxes. This 
compares with profit of $209,987 in 
1934, equal to $1.75 a share, and loss 
of $106,233 in 1933. 
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th Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Safety Plans Progress 


Plans were completed Tuesday for the industry’s safety 
movement announced last month. Executives of advertis- 
ing agencies met with representatives of the Automobile 
Manufacturers’ Assn. at a luncheon in the Recess Club in 


Detroit. 


Details of the specific work to be undertaken were not 
announced but it is expected plans will be made public 
0 


within the next two weeks. 


The industry announced last 
month that it has underwritten 
the expense to be incurred by 
eight national safety bodies in ex- 
tending their activities to embrace 
the extra force and effort neces- 


sary. 


Advertisers Active 


February automobile advertis- 
ing, as listed in Editor & Pub- 
lisher, is led by Chevrolet, with 
releases scheduling car and truck 
advertising slightly above Janu- 
ary. Plymouth is expected to 
have at least one release. Chrys- 
ler will have advertising ready 
early in the month, and Dodge 
will follow pretty closely the Jan- 
uary pattern. 


Hudson-Terraplane schedules 
eall for 450-line ads in dealer 
points and larger copy in distrib- 
utor areas. No Buick plan is 
available. Pontiac is reported 
planning considerable space. 


Oldsmobile, which has _ been 
rather inactive in newspapers, be- 
cause it was unable to catch up 
with production, is said to be 
ready for a newspaper schedule 
this month. Ford has an ava- 
lanche of copy ready, with a great 
deal of it centered on its new fi- 
nance plan. 


Graham-Paige is renewing con- 
tracts, ready for increased news- 
paper advertising in the spring. 


Join Geyer, Cornell 

Charles M. Voelker, for nearly 
30 years connected with the com- 
mercial art and printing business 
in Detroit and for 28 years an 
Adcrafter, has joined the staff of 
Geyer, Cornell & Newell, Inc., of 
New York, in their Detroit office. 

Dale H. Theobald goes to the 
agency to handle the contact of 
Kelvinator’s commercialy refrig- 
eration advertising. 


Record Campaign 

More than 5,000 24-sheet out- 
door posters in major cities will 
spread the Goodrich Tire cam- 
paign. Main objective will be a 
drive against blow-outs, featur- 
ing the Life-Saver Golden Ply. 


Further advertising in maga- 
zines, newspapers, Sunday news- 
paper magazine sections and 
farm papers will make the 1936 
campaign the largest in Goodrich 
history. 

Fifteen magazines, including 
the Post, Collier’s, Liberty, Lit- 
erary Digest, Time, News-Week, 
American Legion, American, Elks, 
National Geographic, Outdoor 
Life, Popular Mechanics, Popular 
Science, Red Book and Modern 
Mechanics will be used. The 
American Weekly will reach a 
large Sunday newspaper audience 
in addition to the Sunday maga- 
zine sections of the Philadelphia 
Inquirer, St. Louis Post-Dispatch, 
Cleveland Plain Dealer and Min- 
neapolis Tribune. The farm mar- 
ket wi'l be covered with the 
Country Gentleman, Country 
Home, Capper’s Farmer, Farm 
Journal, Successful Farmer, Pro- 
gressive Farmer, Southern Agri- 
culturist, California Cultivator, 
Farm and Ranch, Oklahoma Far- 
mer-Stockman, Pacific Rural 
Press and the Pacific N. W. Farm 
Trio. 

Total circulation of all mediums, 
exclusive of billboards, will be 
23,000,000. 

A wide variety of dealer liter- 
ature direct mail, souvenir and 
others forms will be used in the 


drive. Moving pictures and spot 
radio announcements are planned. 
Truck tires, too, are scheduled 
for a big campaign. 


| Iu This Corner, 
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ing on your valuable time for half 
an hour or so in May, when I 
shall be visiting Detroit again. 

We are certainly kept informed by 
your valuable journal, and must 
congratulate you on the good work. 
Nevertheless, I find it pays now and 
again to dig into the heart of things 
by seeing at first hand how things 
are being done in the good old 
United States. 


It is fine for one who is an 
admirer of you good people to see 
how, led by the automobile industry, 
the U. S. is coming out on top again. 
Australia has forgotten all about 
the depression which we used to 
hear so much of, and 1936 promises 
to be an exceptionally good year 
for almost all sections, and certainly 
for the automobile fraternity. 


When I last saw you in Detroit 
I contacted GM, taking up Oldsmo- 
bile, Cadillac and La Salle, and am 
glad to be able to say that since 
that date we have continued to sell 
all we can get—J. H. Rhodes, Rhodes 
Motor Co., Pty. Ltd., Melbourne, 
Australia. 


Used Cars 


Your trade publication, Automo- 
tive Daily News, in the Feb. 1, 1936, 
issue, comments editorially under 
“Mirages and Myopics” on the used 
ear situation. Stress seems to be 
made on the remote possibility of 
factory co-operation in the work- 
ing of any plan thus far offered to 
effect readjustments of practises and 
policies relating to the problem. It 
is suggested that the dealers solve 
the problem among themselves. Fine, 
but how? Perhaps the absence of 
any constructive suggestion implies 
the hope that the dealers can do 
that very thing unaided. 


The NADA plan may not be all 
that will supply the correct answer, 
but it is an idea and it is a con- 
solidation of many ideas that will 
eventuate as the right answer. I 
do not think that “factory myopia” 
is responsible for their reluctance in 
accepting any of the plans proposed, 
but rather that no method has been 
advanced for dealing with the used 
car problem in a way that will fit 
in with their policies and avoid 
legal or other technicalities. 


I, personally, would welcome from 
factory or dealer sources any sound 
criticism of a plan that places the 
administration of a used car pro- 
gram under direct control of the 
respective manufacturers without 
any burden of its cost of applica- 
tion to either the dealers or them- 
selves. I am referring to the Mor- 
tality Stabilization Plan already pro- 
posed and the subsequent three arti- 
cles regarding it, entitled— 


“Solving an industry problem by 
taxing those who benefit,” 


“Which foot and what shoe?” 
“Scratch my back.” 


Plans which are merely “stop- 
gaps” will not constitute a solu- 
tion. It is necessary to deal with 
fundamentals so that the problem 
does not recur again and again for 
emergency treatments. You are not 
dealing with an emergency but a 
protracted and increasingly serious 
basic situation affecting the new car 
market as well. 


I am perfectly willing to “lead 
with both chins” in the statements 
that—“The used car problem can 
be solved in an equitable manner 
and relieve both factory and dealer 
of the costs of operation” and “The 
factories can and should administer 
its operation in the interests of the 
industry, which includes, specifi- 
cally, the respective manufacturing 
units.” 


Let’s be consistent and build up 


a sustained program equal to the 
“sustained accumulations” of used 
cars we have always been faced 
with. The factories application of 
the law of supply and demand en- 
ables them to control new car 
operations profitably and a similar 
control program applied in prin- 
ciple to the used car situation will 
result in a permanent solution 
without any burden of its accomp- 
anying cost—John F. Sherlock, 
Sherlock & Arnold, New York City. 


“a word in 


edgewise” 


(Continued from Page 6) 
and one that would make Min- 
nesota, Iowa or Michigan look to 
their laurels. Not even a scar 
here to show the marks of the 
depression. At Sarasota, under a 
big top loaned by John Ringling, 
the town’s benefactor, who win- 
ters his circus there, was the first 
annual show of camping trailers. 
Nearly 400 displayed with prices 
from $400 to as many thousand 
dollars. Nearby were parked some 
2,000 owners’ cars and trailers 
awaiting the national convention 
of the once-called Tin Can Tour- 
ists of America. No longer do 
they rate this title. Here, we 
thought, is an industry grown up 
under our noses, which we in the 
industry had better give more at- 
tention to. In England, caravan- 
ing, as it is called there, is a 
recognized sport of the upper 
classes. Here, perhaps, is a new 
and profitable side line for our 
manufacturers and our dealers. 


Good roads now lead every- 
where in America and to be able 
to travel with your own parlor, 
bedroom and bath, is something 
to think about.—G.M.S. 


AUTOMOTIVE 
ON THE AIR 


MONDAY, FEB. 10 

645 P.M.—SUN OIL (NBC, 
Thomas. 

7:45 P.M.—PHILCO (Columbia). Boake Carter. 

8:00 P.M.—STANDARD OIL OF N. J. (Co- 
lumbia), Esso Marketers present Lombardo 
Road. 

8:30 P.M.—FIRESTONE (NBC, Red), Nelson 
Eddy, baritone; Margaret Speaks, soprano; 
mixed chorus and William Daly’s sym- 
phonic string orchestra. 

9:00 P.M.—SINCLAIR (NBC, Blue), Sinclair 
Minstrel Show, with Gus Van, interlocutor; 
band direction, Harry Kogan. 

TUESDAY, FEBRUARY Iti 

645 P.M.—SUN OIL (NBC, Blue) 
Thomas. 

7:45 P.M.—PHIILO (Columbia), Boake Carter. 

8:30 P.M.—PACKARD (Columbia), Lawrence 
Tibbett, baritone, with Don Voorhees and 
orchestra. 

9:30 P.M.—FORD (Columbia), 
Pennsylvanians, 
TEXAS (NBC, Red), 
Show from New York; Donald Novis, Gloria 
Grafton, Blanche Ring, Arthur Sinclair; di- 
rection of Billy Rose; Eddy Duchin and or- 
chestra. 


WEDNESDAY, FEBRUARY i2 

6:45 P.M.—SUN OIL (NBC, Blue) 
Thomas. 

7:45 P.M.—PHILCO (Columbia), Boake Carter. 


THURSDAY, FEBRUARY 13 

645 P.M.—SUN OIL (NBC, Blue) 
Thomas. 

7:45 P.M.—PHIICO (Columbia), Boake Carter. 

10:00 P.M.—STEWART-WARNER (Columbia), 

Alemite Half-Hour with Heidt’s Brigadiers. 


FRIDAY, FEBRUARY 14 

645 P.M.—SUN OIL (NBC, Blue) 
Thomas. 

7:45 P.M.—PHILCO (Columbia), 

8:00 P.M.—SOCONY VACUUM 
Flying Red Horse Tavern. 
CITIES SERVICE (NBC, Red), Jessica 
Dragonette, soprano; Cities Service Quar- 
tette; Frank Banta and Milton Rettenberg, 
piano duo; Rosario Bourdon’s orchestra. 

9:30 P.M.—FORD (NBC, Blue), Fred Waring 
and His Pennsylvanians; Tom Waring, bari- 
tone; Rosemary and Priscilla Lane, sing- 
ing sisters. 

10:00 P.M.—STUDEBAKER (Columbia), Rich- 
ard Himber and Studebaker Champions. 


SATURDAY, FEBRUARY 15 

7:00 P.M.—-ATLANTIC REFINING (Colum- 
bia), The Atlantic Family on Tour, with 
Frank Parker, tenor; Bob Hope and guests. 

7:30 P.M.—CARBORUNDUM (Columbia), Car- 
borundum Band. 

9:00 P.M.—CHEVROLET (NBC, Red), Chev- 
rolet presents Rubinoff and his violin; Vir- 
ginia Rhea, soprano; Jam Peerce, tenor, and 
Graham McNamee. 

9:30 P.M.—SHELL (NBC, Red), 
Chateau; Al Jolson, master of ceremonies; 
guest artists; Victor Young’s orchestra. 


SUNDAY, FEBRUARY (6 

2:30 P.M.—LINCOLN ZEPHYR (Columbia), 
Jose Manzanares and His South Americans. 

5:30 P.M.—LINCOLN ZEPHYR (Columbia), 
Jose Manzanares and His South Americans. 

6:30 P.M.—ACME (Columbia), Smiling Ed 
McConnell. 

7:30 P.M.—GULF (Columbia), Phil Baker and 
Hal Kemp’s orchestra. 

920 P.M.—FORD (Columbia), 
Evening Hour with Gladys 
prano, guest star. 

10:30 P.M.—STANDARD OIL OF INDIANA 
(Columbia), Jack Hylton im ‘You Shall 
Have Music” (io West only). 


Blue) Lowell 


Lowell 


Fred Waring’s 


Jumbo, Fire Chief 


Lowell 


Lowell 


Lowell 


Boake Carter. 
(Columbia), 


The Shell 


Ford Sunday 
Swarthout, so- 


Sparks By 
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were at this time of the year 
12,000 new cars in stock. And in 
1929 all Packards sold at more 
than $2,000, averaging better than 
$2,700. 

+ a + 

AS WITH MOST other com- 
panies in the industry, there has 
been a seasonal drop in produc- 
tion with Packard since the first 
of the year but it is almost in- 
finitesimal, January showing 5,000 
and February scheduled for 5,500. 
But interesting is the projection 
of 7,500 for March, which will be 
higher than even '35’s peak Oc- 
tober, which came in the new 
model announcement period. This, 
I think, shows Packard, is set for 
a fast pace throughout the sum- 
mer. Gilman is well entrenched 
to move what he has to sell, for 
as of today Packard has 1,246 re- 
tail outlets in the United States 
and Canada as aginst 567 before 
the One-Twenty came along. It is 
said Packard is most “choosy” in 
its selection of distributors and 
dealers, seeking only those who 
have demonstrated their ability 
not only to sell cars but to make 
money in so doing. 

+ * + 

GILMAN IS FAR-SIGHTED as 
to the used car situation and it 
is a matter of record that last 
September, when the new stuff 
was announced, he told the dis- 
tributors that before the end of 
the year they must write used 
car prices down to a figure that 
would permit them to liquidate 
profitably and move the trade-ins. 
His charts showed that with fall 
announcements there is a new 
sales curve which draws away 
from that of the used cars, which 
it used to parallel and that for 
this year the liquidation will come 
between April 1 and Aug, 1. 

As a result of all this Packard 
says its used car problem pre- 
sents no difficulties. All along a 
30-day turnover has been main- 
tained and right now Packard re- 
tail outlets are said to have only 
about 45 days supply on hand, 
following a heavy trade-in season 
occasioned by new model an- 
nouncements. 

t a ao 

BILL HOLLER was in dry- 
dock all through January, with 
the docs putting his internal 
mechanism in order. But despite 
Chevrolet’s general sales manager 
being out of commission that- 
away those efficient, hard-work- 
ing seconds-in-command of his, 
following the blue prints which 
he left on his desk, guided his 
dealers to a new record in sales 
last month. As you can learn by 
scanning the columns adjacent to 
this pillar of words, Chevrolet’s 
January was the best January in 
the company’s history in the mat- 
ter of sales of new cars and 
trucks, while used cars sold like 
the proverbial hot cakes, for the 
second highest used car sales 
month in the annals of the com- 
pany. 

All of which, I think, really 
reflects to the credit of this same 
Bill Holler, for while he was not 
on the bridge while all this was 
going on, he had builded so wisely 
in setting up his sales department 
that there was no stopping the 
Holler machine. 

zt o * 

THIS PAUL PRY did not have 

to listen at the keyhole to get the 


feed box information as to how 
Dodge dealers are clipping cou- 
pons off their franchises these 
days. . All that was necessary was 
to sit in at the Detroit region 
meeting, held at the Statler 
Thursday noon, and listen to 
General Sales Manager vanDer- 
Zee pep the boys up with his re- 
port on the company’s sales ac- 
tivities since the first of the 
year. 

First of all the important fact 
came out that Dodge dealers sold 
372,450 new cars and trucks in 
1935, of which total the dealers in 
the Detroit area moved nearly 10 
per cent, or 36,287 units. But the 
vanDerZee administration is not 
looking backward—it’s chasing 
new business so that this year 
may eclipse its predecessor. 


* * * 


AND WHAT VAN told us leads 
me to feel that Dodge is off to a 
flying start. January with Dodge 
was not the intermission between 
selling seasons as some seem to 
think the industry as a whole is 
suffering. His report proved that, 
for he told us that since Jan. 1 
his dealers have sold 41.2 per cent 
more new cars and trucks than 
in the same period last year, 
while the movement of used car 
stocks was 63 per cent ahead of 
the same period. 

Last week’s deliveries of the 
new stuff was 11 per cent higher 
than the previous week, with 
used cars 16 per cent better. And 
last week’s sales were 50 per cent 
better than the same week of last 
year. 

. 7 s 

CONSIDERABLE of the meet- 
ing’s time was given up to talk- 
ing about used cars and how to 
move ’em. VanDerZee claims 
his outfit has no used car prob- 
lem worth worrying about and 
believes that trade-ins are not the 
menace they are made out to be 
at the present time—that it is up 
to each company to do the solving 
itself and that if intelligently han- 
dled and directed it ceases to be 
a problem. 


Coming Events 


FEBRUARY 


12-14—Atlantic City. Assn. Highway Officials 
of North Atlantic States Meeting. 

Auto Show. 

Auto Show. 


15-Mar. |—Berlin, Germany. 
25-Mar. i—Helsingfors, Fintand. 


MARCH 


4—Pittsburgh. American Society for Test- 
ing Materials Regional Meeting. 


2-6—Pittsburgh, Pa. American Society for 
Testing Materials meeting. 
8-15—Vienna, Austria. Auto Show. 
10-19—Utrecht, Holiand. Auto Show. 
Mar.-Apr.—Budapest, Hungary. Auto Show. 
20-29—Geneva, Switzerland. Auto Show. 


APRIL 


4-18—Chicage. Illinois Automotive Parts Asa. 

Maintenance Show. Navy Pier. 
16—Lisbon, Portugal. Auto Show. 

15-16—Milwaukee. SAE Tractor and Industrial 
Power Meeting. 

21-24—Detroit. SAE Production Meeting. 

26-May 3—Poznan, Poland. Auto Show. 

27-30—Washington. U. S. Chamber of Com- 
merce Annual Meeting. 


MAY 


May —Paris, France. Foire de Paris. 

May —Osio, Norway. Auto Show. 

2-ti—Zagreb, Yugoslavia. Auto Show. 

10-20—Madrid, Spain. Auto Show. 

13-15—Tulsa, Okla. American Petroleum Insti 
tute Mid-Year Meeting. 

30-June 14—Katowicz, Poland. Auto Show. 

31-June 6—White Sulphur Springs, W. Va. 

SAE Summer Meeting. 


@ Here is that new business with clean profit possibilities 


you have wished for. 


® Write for our 1936 catalog and details of dealer franchise. 
Learn the many advantages of the Trotwood line to your 
customers and the Trotwood dealer franchise to yourself. 


TROTWOOD TRAILERS INC, 


41 MAIN STREET 


TROTWOOD, OHIO 
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